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The Story of the Broken Appointment 


\ man. very fond of his family. wanted to 
do his best for them. So one day he insured 
his life for $10,000. When he made his first 
payment, his agent said. “Even this first pay- 
ment gives a liberal ‘cash value’ to your pol- 
icy. But the man paid little attention. He 
could not know then what a blessing this 


would be for his family. 


During the year, things went badly. He 
was unable to make his second payment. But 
his company said, “The large ‘cash value’ in 
your first payment will let us extend your 
insurance for some time.” But even the “ex- 
tended” time drew toward an end. This man 
became unhappy at the prospect of having 


no insurance. He made an appointment to 


THE MUTUAL 


INSURANCE 


HOME OFFICE 


eet himself insured again. He never kept that 
appointment. 

For, in the evening of the day before he 
was to meet his agent, he was killed in an 
automobile accident. 

Now this man had made but one payment 
on his policy. Yet his insurance company 
promptly sent his widow its check for 
$10,000. Because so large was the “cash 
value” in that first payment that his insur- 
ance was still effective at the time of his 
death. eight months and three days past the 
first year. 

QUESTION: Now which company is known 
for its liberality in generally allowing cash 
values after one premium payment? 


IVSWER: 


BENEFIT LIFE 
COMPANY 


NEWARK, N. J. 
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{ RENTAL and COLLECTION 
Control System you need? 


Because it affects so largely the actual 

income from property management, 

efficient Rental and Collection Control 

is vital to every operator, insurance 
, company, bank or other institution con- 
= cerned with real estate operation. 


As they have in hundreds of installations, Kardex 
isible Records proved to be the perfect answer for 
he Mutual Savings Life Insurance Co. of St. Louis. 
e@ statements above taken from a letter from this 
ser, indicate the ability of Kardex to speed up collec- 
on and establish a proper degree of rental control, and 
laddition, its simple and economical operation. 
ardex has actually resulted in a 50% saving of time 
Ver the old method used by this company. 


WE INVITE YOU to study, at your leisure and 
ithout cost, a description of how Kardex with its 


SYSTEMS DIVISION 


tEMINGTON RAND 


BUFFALO 3, NEW YORK 
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famous visible margin and signalling features has 
benefitted Mutual Savings. Our Management Con- 
troller on property operation contains samples of the 
records used and describes their operation in detail. 
You will also be interested in the descriptions of a 
machine-posted Rent Ledger and a complete Owner 
Accounting System contained in this study. 

To get your personal copy of this valuable bro- 
chure, wire, write or telephone our nearest Branch 
Office and ask for Management Controller “MC-512”. 
Or use the coupon below. 


Remington Rand, Buffalo 3, N. Y. 


Please send me a copy of Manage- 
ment Controller ““MC-512”. 


Address 
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Check the advantages of 
Burroughs Discount 
Purchase Plans 


SMALL QUANTITIES—You save 10% to 40%, dis- 


counts on some types of supplies beginning with 
orders for as little as $10 worth. 


COMBINED PURCHASES-It's easier to earn discounts, 
because they are based on combined purchases of 
various types of supplies; for example, purchases of 
carbon paper help you to earn larger discounts on 
ribbons, and vice versa. 


BRANCH ORDERS-—If you have branches or affiliates, 
your discount rate is established by the combined 
purchases of all branches of your company, and all 
branches benefit by that rate in ordering supplies 
from their local Burroughs office. 


FRESH SUPPLIES—You are assured fresh supplies, 
without storage problems, because delivery of sup- 
plies is made as you need them. 
* 








. 
Send for full details, prices and discounts for the pur- 
chase of roll paper and inked ribbons for practically 
all makes of business machines, carbon paper for 
every need, journal paper and other supplies. Call 
your local Burroughs office or write direct to 
Burroughs Adding Machine Co., Detroit 32, Michigan. 


Burroughs 


SUPPLIES FOR BUSINESS MACHINES 
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LIFE INSURANCE SALES RESEARCH BUREA 


The volume figures included in this Survey represent eg 
mated total new paid-for Ordinary Insurance sales exc 


sive of increases, revivals, dividend additions, 


These estimates 


perience of the 53 contributing companies. 


The index figures represent a comparison of the current mo 
or year-to-date period with the average sales for the correspon 
ing month or year-to-date period during the five years, 1938-19 


Ordinary Sales by States 


DECEMBER 1943 
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in All All 
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YEAR 1943 


Sales 


Volume All 
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$71,475 114% 1168 
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reinsura 
acquired, annuities, group and wholesale business of all co 
panies operating in the United States. 
based upon the experience of 53 companies representing 
of the new Ordinary Life Insurance in the United States. 
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SALES 


ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS 
Mw Paid-For Life Insurance—Not Including Revivals 


¢ Siivreases or Dividend Additions—39 United States 
ml gmpanies Having 81% Total Outstanding Insurance 
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spon ‘ 
319 (000 omitted) 
1942 1943 
over over 
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They signify 
membership in two 
exclusive clubs! 





Union Central representatives who 


use these distinctive emblems have 


evidenced outstanding sales ability. 


They have earned club memberships 
by writing in a single year more than 
one-half million or one-quarter million 


dollars worth of business. 


We wish to take this opportunity to 
congratulate publicly these outstanding 
U. C. men and women, and to express 


our great pride and confidence in them. 


The Union Central 
Life Insurance Company 


Cincinnati, Ohio 
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DO YOU KNOW THESE FACTS? 


Syphilis is Dangerous! It is a contagious 
disease and may be contracted innocently. 

If untreated, it can destroy health and 
mind. It can wreck marriages. It can cause 
disability among productive workers. 
Early symptoms may disappear, deceiving 
the victim into neglecting medical care. 
Then, sometimes years later, syphilis 
strikes. 


Syphilis is Curable! The first step toward 
cure is the guidance of a reputable physi- 
cian. Prompt, regular treatment cures 
most cases. Delay reduces the chance of cure 
... self-treatment is worse than no treatment. 
Medical science is continually searching 
for improved methods of treatment. Just 


now, its attention is directed toward ways 
of safely shortening the period of treat- 
ment. Meanwhile, it is advisable to con- 
tinue treatment over the longer period 
which is known to give excellent results. 


“The Facts About Syphilis” is the title of 
a free booklet which Metropolitan will 
gladly send you upon request. 


THIS ADVERTISEMENT is one of a contin- 
uing series sponsored by Metropolitan 
in the interest of a safer and healthier 
nation. It is appearing in leading nation- 
al magazines, including Collier’s, Time, 
and Saturday Evening Post. 








COPYRIGHT 1944— METROPOLITAN LIFE RANCE 


Metropolitan | ife 
Insurance Compan 


(A MUTUAL COMPANY) 


Frederick H. Ecker, 
CHAIRMAN OF THE BOARD 


Leroy A. Lincoln, 
PRESIDENT 


1 MADISON AVENUE, New York 10," 
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Mc EDITO 


t** One of the greatest single issues ever to confront 
he insurance industry, and which at the same time con- 
‘ains a threat of infringement on States rights, is now 
vefore the United States Supreme Court for final de- 
cision, in the case of the Attorney General, representing 
the Government, against the Southeastern Underwriters 
Association, et al. A second case, involving somewhat 
similar doctrine, is also before the Supreme Court in 
the matter of the Polish National Alliance vs. the 
National Labor Relations Board. An editorial (page 
11) contains a cumulative review of the principles and 
facts involved up to this date. 
***x More than one person holds the opinion that 1944 
is likely to be a year of more than passing interest for 
all of us and in ways that cannot be anticipated. From 
he viewpoint of the life insurance companies, perhaps 
the most important feature will be the extent of our 
battle casualties. Those who should be in the “know” 
predict a year of decisive military activities in all the- 
atres. The press is full of information to the effect 
that large armies are being built up in Great Britain 
with the necessary air and naval cover for a blow some- 
where in Western Europe—maybe it won’t be in that 
section at all, but it’s bound to land some place. Prob- 
ably a large proporton of these striking forces will be 
American—President Roosevelt has. said that 5,000,000 
American service men will soon be abroad on all fronts. 
The tempo of the Pacific war has been stepped up to 
arge scale offensive proportions in all categories and 
the American 5th Army is engaged on a full-time basis 
n Italy. Not to be overlooked are the other sections 
f the Mediterranean and also the far-eastern front 
inder command of Lord Mountbatten, where large 
iumbers of Americans no doubt soon will be engaged 
ian all-out battle for the recovery of Burma and other 
points now in possession of the Japs. The life insur- 
ance companies of the country are in very sound con- 
dition and are capable of sustaining claims at even a 
vy rate. Through underwriting precautions, before 
after the start of the war, the amount for which 
“ompanies are exposed has been minimized to a 
siderable extent by these factors: the use of war 
lusion clauses (on the subject of “war clauses” see 
rial, page 12, for details of the controversy in 
is) and extra premiums where the risk is cov- 
|; young men, and this is a young man’s war, do 
hot carry large amounts of insurance; a large pro- 
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portion of the total insurance in force is on the lives 
of women and children. Although these factors will 
have an important effect, no one can tell in advance 
the exact trend in this respect. 

Yes, there’s a long, hard and bloody road before us 

but victory will be ours in due time. If time and money 
were the only prices to pay we should be very happy, 
but, unfortunately, the heaviest cost of all is still ahead. 
Victory in all-out war, such as we know it today, ex- 
acts a terrible price of our young in killed and wounded 
and in the mentally and physically shocked. It may 
seem callous to say that this price must be paid for our 
success at arms, yet what else can be said? There is no 
life-saving short cut in this frightful business of war. 
While expecting the maximum, let us hope then during 
this year for the minimum of casualties and wish God- 
speed to all those young service men upon whose 
shoulders will rest the heavy burden of responsibility 
in bringing about the lasting defeat of our enemies, 
and may the loved ones of our fighting men be given 
the fortitude to stand such strains as fate may demand 
of them. 
*** In company with other large magazine publishers, 
the Alfred M. Best Company, Inc., has received an- 
other restrictive order from the War Production Board 
which, in effect, calls for an additional reduction in 
1944 of the amount of magazine paper similarly used 
for publication in 1942. Basically, the cuts in 1944 mag- 
azine paper consumption run from no cut at all in the 
case of very small publishers up to 25% for large con- 
sumers, the base being 1942 magazine paper consump- 
tion. We are now faced with the necessity of making 
further changes to meet our quota and to this end 
various expedients can be employed. This will explain 
to our readers certain changes that they may note in 
this and succeeding issues since we have adopted sev- 
eral modifications for the purpose of conserving paper. 
Under the conditions mentioned we shall maintain the 
appearance of the magazine but occasionally certain 
deviations cannot be helped and if our readers and 
advertisers once in awhile become aware of a “crowded” 
appearance, we ask that they please bear with us until 
this emergency is a thing of the past. It may be neces- 
sary from time to time to eliminate one or more of our 
standard features (this will be done only if no other so- 
lution presents itself), such as Agency and Home Of- 
fice News, Accident & Health Developments, Life News 
Notes, Selling Tips, Service Information, et cetera. We 
shall welcome letters from our readers as to the value 
to them of each of these features so that we may act 
accordingly in our efforts to keep down the size of the 
magazine and at the same time continue publishing that 
type of information which commands the greatest in- 
terest. This invitation works both ways. If you like 
what we have been doing in the past in the presentation 
of the various news features, special articles, et cetera, 
any bouquets presented on this score will be accepted 
with appropriate modesty and at the same time your 
criticisms will assist us in mending our ways. 
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THE PLAN DOES THIS... 


7 Provides two new sources of income for the effi- 
cient, career underwriter—Service Fees, and 


Efficiency Income for quality and persistency of 
business. 


2 Enables the Underwriter to enjoy a steadily in- 
creasing income on a level volume of business. 


3S Pays him substantially more over a period of 


years than he would obtain under the usual com- 
mission contracts. 


F Provides him with a generous retirement in- 
come which he can accept at any time between 


ages 60 and 70. 


This Lifetime Plan results in no extra cost to 


policyholders. 


The Mutual Life is happy to offer Field Under- 
writers these combined opportunities for greater 
income. 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
A Lewis W. Douglas, Prcaidnil 
84 NASSAU STREET ey NEW YORK CITY 
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INSURANCE SUITS 


counsel for the South-Eastern Underwriters As- 

sociation and 196 stock fire insurance companies, 
ind Attorney General Francis Biddle appeared before 
he United States Supreme Court to argue on the Gov- 
anment’s appeal from the District Court’s dismissal 
of the indictment of the S.E.U.A., et al.; which charged 
i conspiracy to fix and maintain arbitrary and non- 
competitive rates and to monopolize trade and com- 
nerce in fire insurance in violation of Sections 1 and 
2 of the Sherman Act. 


O: JANUARY 11 John T. Cahill of New York, 


Statute Involved 


The pertinent provisions of Sections 1 and 2 of the 
Sherman Act are as follows: 

SECTION 1—Every contract, combination in the 
form of trust or otherwise, or conspiracy, in restraint 
of trade or commerce among the several states, or with 
foreign nations, is hereby declared to be illegal: * * * 
Every person who shall make any contract or engage in 
any combination or conspiracy hereby declared to be 
illegal shall be deemed guilty of a misdemeanor, * * *. 


SECTION 2—Every person who shall monopolize 
1 attempt to monopolize, or combine or conspire with 
any other person or persons, to monopolize any part 
of the trade or commerce among the several states, or 


with foreign nations, shall be deemed guilty of a misde- 
meanor, * * *, 


Labor Relations Case 


Another case, also involving federal regulation of 
surance, was argued before the Supreme Court on 
January 11 and 12. This was the Polish National Alli- 
ince of the United States of North America vs. Na- 
ional Labor Relations Board, which is up on appeal 
irom a decision favorable to the board by the United 
States Circuit Court of Appeals for the 7th Circuit. 
This suit hinges on the contention of the National Labor 
Relations Board that the fraternal society had violated 
section 10(a) of the National Labor Relations Act, 
daiming that that section grants jurisdiction to the 
toard in this provision: “The board is empowered, as 
iereinafter provided, to prevent any person from engag- 
ig in any unfair labor practice affecting commerce” 
(the italics are ours). ‘The Circuit Court, in deciding 
in favor of the board, stated that even though the society 
is not directly engaged in interstate commerce it would 
till be faced with the authority of the board because its 
operations included those “affecting” commerce within 
the meaning of the National Labor Relations Act, and 
therefore, the society is subject to the regulatory powers 
of the board under that Act. Perhaps the Supreme 
Court will render its opinion in this case concurrent 
with that handed down in the S.E.U.A. case. 
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Attorney General Biddle filed a 140-page brief in 
connection with the Government’s appeal in the 
S.E.U.A. case. Following are the questions presentéd 
by the Government followed by a brief summary of the 
main points of argument in the Government’s brief : 

1. Whether fire insurance business is in commerce. 

2. Whether the fire insurance business is subject 
to the constitutional power of Congress to regulate 
commerce among the several states. 

3. Whether, if so, the Sherman Act is violated by an 
agreement among fire insurance companies to fix and 
maintain arbitrary and non-competitive rates and to 
monopolize trade and commerce in fire insurance, in 
part through boycotts directed at companies not part of 
the conspiracy and the agents and purchasers of insur- 
ance who deal with them. 


Summary of Government's Argument—l 


A. The performance of the fire insurance contract 
and the operation of the fire insurance business require 
the movement of money, information, and documents 
on a large scale across state lines. These activities are 
both interstate and commerce within the meaning of the 
Constitution. 

B. Paul v. Virginia, 8 Wall. 168, and the cases fol- 
lowing it, decide only that the states have power to regu- 
late or tax the insurance business. 

C. The insurance decisions are inconsistent with the 
many broad definitions of commerce stemming from 
Gibbons v. Ogden, 9 Wheat. 1, in which it has been 
recognized that commerce connotes every form of busi- 
ness activity. 

D. The statement that “insurance is not commerce” is 
also inconsistent with the meaning of “commerce” dur- 
ing the period in which the Constitution was adopted, 
as well as in more recent years. 

E. Furthermore, fire insurance may be regulated 
under the commerce power because it is “practically a 
necessity to business activity and enterprise.” Congress 
has power to regulate and safeguard the availablity of 
an instrumentality sotessential to commerce. 


Summary of Government's Argument—Il 


A. The Sherman Act forbids every contract or com- 
bination “in restraint of trade or commerce among the 
several states.” If the insurance business is in com- 
merce, appellees’ conduct plainly is proscribed by the 
literal language of the Act. 

B. The history of the Act shows, and the Supreme 
Court has recognized, that Congress employed the words 
of the Constitution in the anti-trust law for the very 
purpose of availing itself of all its constitutional power 
over restraints of trade. 

(Continued on page 32) 








WAR CLAUSE 


N DECEMBER 21, 1943 the Board of Insurance 

Commissioners of the state of Texas issued a 

general order which provided that policies writ- 
ten by all companies doing business in Texas on the lives 
of service men, without a war clause, since December 7, 
1941, should have a special reserve set up of $10 per M 
of such business. Because of the far-reaching and per- 
haps drastic effects of this action, no doubt it will be 
of interest to our readers to explore the general situa- 
tion concerning war clauses. In Texas the matter has 
reached the point of an outright controversy between 
certain of the companies involved and the Insurance 
Department. It would appear that both sides are equally 
at fault—the companies for concentrating in this type 
of business and the Insurance Department for not hav- 
ing taken corrective action long ‘ere this. 


Background 


Some life insurance companies have had war clauses 
of varying stringency in the policies they issued since 
World War I and the situation might be summed up 
thus: These clauses as a rule first became effective for 
men in the service ; next they became effective for those 
who were likely to enter the service; and finally they 
applied to all risks that the individual companies thought 
necessary to exclude from coverage. Inclusion of war 
clauses was a gradual operation and most companies 
had them in their policies in 1941, but even as early as 
1940 certain persons were excluded if they were subject 
to possible military service, et cetera. However, several 
of the smaller companies continued to issue policies with- 
out war clauses. Three of these companies are domiciled 
in Texas: The Guardian Life Insurance Company of 
Texas, Dallas, Texas; the Pioneer American Life In- 
ance Company, Houston, Texas, and the Century Life 
Insurance Company, Fort Worth, Texas. Among 
others the order of the Board of Commissioners is 
applicable to these three companies. The Modern Life 
Insurance Company of Winona, Minnesota, also issued 
a policy without a war clause; at last advices it was 
licensed in Texas. 


Form Issued and Finances 


The 20 Year Endowment policy issued by the 
Guardian Life of Texas to service personnel is on the 
participating basis and, as does the 10 Year Endowment, 
contains the following statement: “This policy is free 
from conditions as to residence, travel and occupation, 
including military or naval service in time of peace or 
war.” The 20 Year Endowment policy calls for the 
following rates: Age 20, $47.40; age 25, $48.00; age 35, 
$51.56; age 45, $57.35; age 60, $83.83. From about 
May 21, 1941 up to December 31, 1943, when the com- 
pany filed a petition for relief from the order, the 
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Guardian Life of Texas had issued to members of the 
armed forces of the United States, approximately 22,500 
policies of insurance of the face value of $1,000 each 
($22,500,000). Since May, 1941, the company has con 
fined its writings entirely to members of the United 
States Army and has in force only about 250 policies 
of insurance of $1,000 each on civilians or persons not 
members of the United States Army. Therefore, ap 
proximately 99% of all the insurance policies issued by 
the company has been to members of the armed forces 
of the United States and on the 20 Year Endowment 
participating form. The company reports a mortality 
on this type of business since December 7, 1941 to date 
of approximately 51% of the expected under the Ameri- 
can Experience Table of Mortality; for this period the 
average age of the business so exposed would be about 
one year. At the end of 1943 the Guardian Life reported 
a paid-in capital of $100,000, net reserve $340,000, and 
surplus approximately $170,000. 


Risky Underwriting 


There is no question, from the actuarial and under- 
writing standpoints, that policies issued on service per- 
sonnel during war-time are subject to an added mortality 
hazard, the degree of which no one can predict in ad- 
vance and to this extent, therefore, acceptance of such 
risks without war clauses constitutes risky underwriting. 

The Texas Board of Insurance Commissioners, 
through Hon. O. P. Lockhart, its Chairman, informs 
us: “The policies affected by this order were not writ- 
ten with the consent of this Board. The policy forms 
used were filed by this Board when they complied with 
the statutes pertaining to policy forms, but all compa- 
nies writing insurance in the manner affected by the 
order were warned that, in the opinion of the Board, 
they were embarking upon a hazardous undertaking. 
The action taken by this Board was considered neces- 
sary for the protection of present and prospective future 
policyholders,” 


Commissioners’ Position 


Some light is thrown on the reasoning behind the 
order by referring to the official minutes of a special 
meeting of the Board of Insurance Commissioners De- 
cember 21, 1943, called to discuss this subject, at which 
the three Commissioners were present—Life Insurance 
Commissioner O. P. Lockhart (Chairman), Fire In- 
surance Commissioner Marvin Hall and Casualty In- 
surance Commissioner J. P. Gibbs. At this meetine the 
Commissioners recited the facts of the case to the effect: 
that several companies operating in the state of Texas 
have written, and are still writing, insurance on the lives 
of service personnel and that such policies are free from 
any restrictions of liability to the company in the event 
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i the death of such policyholders as a result of mem- 
ership in the armed forces; that the reserves set aside 
i such policies are only the normal reserves ordinarily 
required for standard risks and that these companies 
lave not provided themselves with additional reserves 
m account of the extra hazard assumed under service 
personnel policies ; that such policyholders will be sub- 
ected to loss of life from enemy action, from wounds 
received, from sickness contracted and casualties in- 
curred in their activities and that such loss of life among 
his group must clearly exceed the normally expected 
oss among civilians in peacetime; that as a general 
thing, with the exception of a few companies, insurers 
nave declined to issue insurance on the lives of members 
)i the armed forces without a war clause or without an 
extra premium deemed to be sufficient to cover the extra 
hazard involved. 


Order Based on Canadian Experience 


As a result of their deliberations, the Board decided 
that the history of previous wars, in which the United 
States has engaged, furnishes no precedent comparable 
to the present conflict, either in duration, scope or 
method of destruction employed ; that, consequently, the 
increased hazard and liability to the companies to their 
full extent, upon actuarial findings, cannot now be fore- 
cast with sufficient exactness from previous -American 
experience ; that the history of participation of insured 
members of the Canadian armed forces in World War I 
(1914-1918) and the experience of loss among this 
group has been reviewed and found to be most reason- 
ably comparable with respect to the past and prospective 
hazards of our own armed forces. The minutes of the 
soard meeting indicate that Canadian life insurance 
‘companies have calculated from such experience the 
increase of hazard of death to its insured armed per- 
sonnel serving outside the limits of the Dominion of 
Canada, which is expressed as an increase of approxi- 
mately $50 per M over the standard annual rate. On 
the basis of $50 per M as the minimum extra annual 
cost of the experience on the lives of members of the 
armed forces serving beyond the continental limits of 
the United States, and on the assumption that at least 
40°> of insured members of the armed forces will see 
service beyond the continental limits of this country, 
the Board concludes that the minimum cost of the extra 
hazard spread over all insured members of the armed 
forces, since it is impossible to determine which mem- 
bers will be sent overseas, will amount annually to $20 
per M of insurance of this type, and, therefore, the 
Board has determined the extra hazard reserve to be 
maintained by a company writing policies as here de- 
scribed to be $10 for each $1,000 of insurance so written. 
It is to be noted that in the order later issued by the 
Board this reserve is to be set up on an “ear-marked” 
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basis, that is, it is to be shown as a separate liability in 
the statements of companies affected. Presumably the 
difference between $10 and $20 is supposed to come 
from surplus on an overall basis. 


Board's Order 


Following its investigation and the conclusion that 
the issuance of such insurance without a war clause is 
dangerous underwriting, the Board, on December 21st, 
issued its opinion and ordered, insofar as the three 
Texas companies are concerned : 

“That an extra hazard reserve be charged against all life 
insurance policies issued subsequent to December 7, 1941, and 
originally issued on the lives of military or naval personnel or 
on the lives of students actually enrolled in military or naval 
officers training courses; provided such policies were issued 
without a war clause which limited the liability of the com- 
pany in time of war to the return of premiums or the cash 
value, with or without interest. 

“The minimum extra hazard reserve charged against each 
such policy shall be computed at the rate of $10 for each $1,000 
of insurance in force with respect to such extra hazardous 
risks, or one-half of the extra premium charged therefor, 
whichever is greater. Such extra hazard reserve shall be shown 
as a liability in any published financial statement of any life 
insurance company that has issued such policies and which 
operates under the supervision of this Board, and shall be so 
shown in the annual statement submitted by each such company 
to this Board. This extra hazard reserve shall be maintained 
on each such policy until the policy has been terminated, until 
six months after insured has been released from military or 
naval service, or until this order has been rescinded after sus- 
pension of hostilities, whichever occurs first.” 


Guardian's Contentions 


On December 31st, the Guardian Life Insurance 
Company of Texas, Dallas, filed a petition with the 
Supreme Court of Texas asking that a writ of Man- 
damus and Injunction be issued directing and compelling 
the Board of Insurance Commissioners to rescind and 
revoke its December 21st order. Presumably this peti- 
tion also will have the effect of an action in behalf of 
the other Texas companies concerned and out of state 
companies as well. 

The petition of the Guardian Life may be summarized 
as declaring that on or about May 21, 1941, August 5, 
1942 and January 5, 1943, the Guardian Life filed its 
form of policy on the 10 and 20 Year Endowment plans 
with the Board of Insurance Commissioners of Texas 
and the latter was informed at the time that the proposed 
policies would be sold and issued to members of the 
armed forces of the United States, and that no “war 
clause” restricting the company’s liability was contained 
in said policies; that these forms were approved by the 
Board of Insurance Commissioners as of each filing; 
(See Board’s statement on this point under “Risky Un- 
derwriting,” page 12.) that the company has undertaken 

(Continued on page 44) 
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T’s A Weit Known Fact that you can’t drive a spike 
with a tack hammer. No matter what the job, the right tools are necessary for 
top performance. Any mechanic will tell you so. And any life insurance 
salesman will also tell you the same thing... particularly a Franklin Life 


Insurance salesman. That is why the Franklin management, whose chief con- Nev 
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Disability Income Plan...added $100,000.00 to the income of Feo 
our representatives. The President's Protective Investment Plan the aget 
added another $100,000.00 to the earnings of Franklin fieldmen. eyond 


cern is the financial success of its representatives, regularly supplies them with 
new, timely, streamlined policy forms. 


These exclusive Franklin contracts are two potent reasons why our ~~ 
hundred leading agents wrote 59% more business in 1943 than did the leading tics oa 
hundred in the previous year. vas the 

There are many other remarkable tools in the Franklin kit... they all add which d 
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Insurance in Force Exceeds $245,000,000.00 
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By CLARENCE C. KLOCKSIN, 


Legislative Counsel, Northwestern 


UT of the havoc wrought by 

war, American life insurance 

gives hope and promise of a 
broader security through the medium 
i the financial protection held by 
s 68,000,000 policyholders. 
The amount of life insurance 
wned by Americans in private com- 
anies reached the enormous total of 
139,000,000,000 at the year-end. 
founting both policyholders and ben- 
ficiaries, this protection is shared 
y over 100,000,000 citizens. It is 
notable example of individual en- 
erprise and thrift in action. 


High Volume Written 


New writings for the year were 
rearly $13,000,000,000, an increase 
f about $1,000,000,000 over 1942. 
The result, under greatly reduced 
gency manpower, is almost incred- 
ble. The fundamental strength of 
Ihe agency system has been proven 
eyond question during the present 
mergency. 

Practically all of the 1943 statis- 
ics are favorable. Very impressive 
vas the voluntary termination rate 
which declined further from the pre- 
vious year’s low. The result clearly 
demonstrates the public’s faith and 
confidence in life insurance, as well 
as the efficiency of home office and 
ield service to policyholders. 


Assets Increase 


Total assets of the companies will 
amount to approximately $37,675,- 
000,000—an increase of $2,925,000,- 
000. Payments to policyholders, 
bencficiaries and annuitants during 
the past year were approximately 
82,400,000,000. Of this amount, 
$1,300,000,000 was paid to living 
contract holders. Altogether, the 
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Mutual Life Insurance Company 


results of the year should be very 
gratifying to everyone concerned. 


National Service Life Insurance 


In addition to the record volume 
of insurance in force in private com- 
panies, there has been a tremendous 
volume placed by the Government 
on the lives of members of the armed 
forces. Definite figures will not be- 
come available until some time after 
the first of the year, but the total 
of national service life insurance 
stood at $96,000,000,000 on Decem- 
ber 1. This is more than three times 
the total of war risk insurance which 
was issued during the first world 
war. As was true at that time, the 
effect no doubt will be to educate 
millions of Americans concerning the 
advantages and benefits of life insur- 
ance. 

Besides the servicemen’s coverage, 
the Government’s Social Security 
system has enrolled some 45,000,000 
employed persons who will become 
eligible for old age and survivors’ in- 
surance benefits, as provided in the 
Social Security Act. 


Savings—Investments—Manpower 


Looking further into the expanded 
financial security of the people, there 
must be included their vast personal 
holdings in war bonds and stamps, 
now estimated to be $25,000,000,000. 
This report does not take into ac- 
count the many other savings and in- 
vestments of the people of a very 
substantial amount. Truly, all of 
these savings will provide a great 
bulwark against any financial adver- 
sities that may possibly lie ahead. 

Both the wealth and manpower of 
life insurance companies to a con- 
siderable extent have gone to war. 


To help speed the day of victory, 
the companies have invested much 
of their current income in Govern- 
ment securities. For the past year, 
this investment amounted to nearly 
$3,500,000,000, while the aggregate 
of such holdings at the year-end was 
about $13,000,000,000, or more than 
one-third of the companies’ total 
assets. Also serving the war effort, 
are their holdings in utilities, rail- 
roads, industrial and other corpora- 
tions aggregating about $11,500,000,- 
000. 

The heavy drain of agency man- 
power which began in 1942 contin- 
ued throughout the past year. It is 
estimated that more than one-fourth 
of the agency field has gone to the 
military front and to war plants. In 
a similar way, home offices have con- 
tributed about 20% of their person- 
nel. Notwithstanding these heavy 
losses in manpower, both home office 
and field have functioned efficiently, 
utilizing to the fullest extent their 
available organizations. 


Interest Yield 


While the war continues, there is 
not much hope of an upward trend 
in interest rates. As additional sums 
are needed by the Treasury for the 
prosecution of the war, the time may 
come when the supply of money will 
not be as ample as it has been hereto- 
fore. If so, it may result in bracing 
the sagging rates, not necessarily 
affecting the Government issues, but 
tending to increase somewhat the 
rates of other issuers in both bond 
and mortgage fields. In some finan- 
cial quarters, it is believed that the 
very bottom has been reached in 
interest yields, regardless of the 
war’s duration. For the immediate 

(Continued on the next page) 











Review of 1943—Continued 


post-war period, some improvement 
in rates is looked for. 


State Legislatures 


The legislatures of forty-four 
states met during the past year. The 
length of the sessions was reduced 
in most cases by the emphasis placed 
on prosecution of the war. 

A tremendous amount of interest 
and attention was centered in the 
proposal recommended by the Na- 
tional-Association of Insurance Com- 
missioners, known as the Guertin 
bill, setting up new nonforfeiture 
values and related matters. The bill 
was introduced in twenty states and 
passed in fifteen, in one of which, 
New York, it was vetoed by the 
governor, who said he had not been 
given ample time in which to study 
the matter. The states in which the 
bill was enacted are: California, 
Delaware, Illinois, Indiana, Maine, 
Massachusetts, Maryland, Michigan, 
Missouri, Nebraska, New Hamp- 
shire, New Jersey, New Mexico and 
Wisconsin. 


Unauthorized Insurers 


Another bill which carried the en- 
dorsement of the Insurance Com- 
missioners was the one aimed at un- 
authorized in-urers. It was passed 
in several states, including Idaho, 
Maine, Maryland, Montana, New 
Hampshire, Oregon and South Da- 
kota. Variations of the uniform bill 
were passed in Oklahoma and South 
Carolina. 

No premium tax increases were 
made by any state, although several 
were proposed. In Maine, a bill tax- 
ing annuity considerations at 2% be- 
came law. Massachusetts, which has 
heretofore taxed life insurance one- 
fourth of one per cent on the policy 
reserves, passed an act providing that 
the 1943 reserve tax should remain 
static at that figure until exceeded by 
a two per cent premium tax, which 
thereafter would supersede the re- 
serve tax formula. 


Policy Loans 


Bills proposing limitations on the 
policy loan interest rate were intro- 
duced in Colorado, New York and 
Pennsylvania but failed to pass, 
while the old bugaboo “compulsory 
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investment” reappeared in and was 
rejected by the legislatures of Ari- 
zona, Colorado, Georgia and Wash- 
ington. 


United States Congress 


Unavailing were the efforts made 
in Congress the past year by the Na- 
tional Association of Life Under- 
writers for the inclusion in the tax 
bill of a deduction or credit on ac- 
count of life insurance premiums in 
line with the bills of Senator Bridges 
of New Hampshire and Representa- 
tive Goodwin of Massachusetts. 
These proposals, however, have not 
been finally rejected but will retain 
their status when the Second Session 


° 1 just cant get used to siting when 
there's 2 lady standing up inthe cart 


of the Seventy-eighth Congress con- 
venes in January. The feeling of 
many observers at the capital in 
Washington is that the time will soon 
be ripe for giving some such con- 
cession to the overburdened tax- 
payer ; in fact, the Revenue Act Re- 
vision of 1943 seems to indicate that 
the tax load has reached its peak 
and that from now on the going will 
be easier. 


Social Security Act 


Legislation already before Con- 
gress for a greatly expanded social 
security system should be studied 
and considered from a broad view- 
point. As is generally known, the 
pending Wagner-Dingell bill pro- 
vides for disability and health insur- 
ance coverage, including hospitaliza- 


tion and medical care. Also include 
is a proposal to federalize state un 
employment compensation insurand 
systems. The cost of such a prograg 
would be tremendous, and perhay 
the foremost question is whether « 
not the economy of the country ca 
stand it. It is obvious that Congres 
intends to proceed cautiously in th 
matter, and there is some doubt thz 
the social security legislation will! 
brought up for hearings at the ne: 
session. There are some members 0 
Congress who have openly advocate 
withholding action on the progran 
for the war’s duration, after whic 
the actual conditions and needs coul 
be realistically examined. 


Insurance Commissioners 


Under the energetic and capable 
leadership of insurance Commis 
sioner Harrington of Massachusetts 
the National Association of Insur 


ance Commissioners undertook set-foe 


tlement of major problems in the 
supervisory field with a greater zest 
than ever before. At the meeting in 
Boston last June and the recent New 
York meeting, some twenty-five 
standing committees and several spe- 
cial committees worked long and late 


to complete their tasks. When thefs 


surance 


Menti 
ar that 


reports of these committees were 


made to the concluding session of 


each meeting, there was abundant. 
evidence that much work had been, 


done. 


Not to be overlooked in this con-fj 
nection, were the arduous duties olf 


the Committee on Blanks, which met 


separately during the year, as wel ' 


as the Committee on Security Valua- 
tions and the Zone meetings oi the 
Examinations Committee. Last and 
perhaps foremost, were the meetings 
of the Executive Committee, acting 
for the entire group in the interva 


hat out 


between the annual and adjourned, 


sessions. 
State Regulation 


It is conceded on all sides that life 
insurance is affected with a publi 
interest and therefore is subject t0 
public regulation. Throughout its 
history of a hundred years, the us'- 
ness has been supervised by the states 
through insurance departments 
rected by a commissioner or superit- 
tendent. The business has had great 

(Continued on page 42) 


BEST'S LIFE NEWS 


tion of : 





ing in 
t New 


indant 
| been 


S con- 


ies of 
*h met 


| 


TO HANDLE PEOPLE 


By HUGH D. HART 


V. P. and Director of Agencies, Illinois Bankers Life 


OUR committee has informed 
me that your series of talks 
have stressed the practical 
ither than the theoretical and sug- 
ested that I should follow suit. I 


@ave thus tried to choose a practical 


abject. I could think of no subject 
ore practical than “How to Handle 
eople.” For if a life insurance man 


‘oes not know how to handle people 


e will not know how to sell life 
nsurance., 


Essence 


Mention was made in your circu- 
ar that I was one of the founders 


‘@i the American College of Life Un- 


lerwriters. This should be sufficient 
vidence that I have long been inter- 
sted in the training of underwriters, 
ut if more evidence were needed, I 
vould cite the fact that I employed 
John A. Stevenson and Vincent Cof- 
tn for the Penn Mutual, whom I re- 
kard as two of the greatest educators 
ur business has produced. 


Education Theoretical 


I have often thought, however, 
hat our educational processes tended 
too much in the direction of the theo- 
retical and not enough in the direc- 
tion of the practical. It does not help 
an agent to know the actuarial 
‘cience, or the art of programming 
or the fundamentals of economics, 
if he cannot make enough sales to 
tarn a good living; and, no matter 
how much an agent knows about life 


-Btsurance and its collateral subjects 


perin- 
| great 


V EWS 


he will not be able to sell insurance 
successfully unless he understands 
how to handle people. That is why 
I think more emphasis should be 
placed in our training courses on 
how to handle people. Why make it 
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artificial and pompous by calling it 
psychology ? Why not teach it under 
its proper name—How to Handle 
People? 


First Step 


Now the first step in the art of 
handling people is to understand the 
other fellow’s point of view. I re- 
call the remark of the dean of my 
law school, that no jury should be 
allowed to try a damage suit against 
a railroad brought by a plaintiff 
whose leg had been cut off by a 
train unless each juror’s leg had 
been likewise cut off. I recall that 
I once outraged a group of preach- 
ers by suggesting that every theo- 
logical seminary should have as part 
of its curriculum a chair of Sin, to 
be taught by a regular renegade who 
knew his subject thoroughly. My 
facetious argument was that the 
preachers would thus understand 
better the point of view of the sin- 
ners whom they spend their lives 
trying to convert. These comic il- 
lustrations of course go too far, but 
they illuminate the point that sympa- 
thetic understanding of the other 
fellow’s problems is essential in deal- 
ing with human beings successfully. 

To handle people effectively you 
must like them. The man who does 
not like people—the man who does 
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not love his fellow men—can never 
make a permanent success of the 
job of handling them. 

A State Senator in Albany, New 
York, told me of an incident that 
showed this attribute in Al Smith. 
The Senator said that he had gone 
to Governor Smith to get a job for 
a poor scrub woman. Governor 
Smith was extremely busy with the 
affairs of the Empire State, and in 
irritation told the Senator that he 
resented having his time taken up 
with a matter so trivial as getting a 
job for a scrub woman. The Senator 
came back at Governor Smith indig- 
nantly with this retort: “It’s a bad 
condition in a democracy when the 
Governor is too busy to be concerned 
with the interests of a citizen, how- 
ever poor and humble.” The Sen- 
ator said Governor Smith turned to 
him with a tear in his eye and said, 
“Kid, you're right; I'll get her the 
job.” Al Smith loves people, and 
that is one big reason why he is 
so successful in handling them. * 


Woodrow Wilson 


On the other hand, Woodrow 
Wilson loved people in the mass, 
but he did not like people individu- 
ally. He could not get along with the 
trustees of Princeton University, and 
thus he was thrown out of the 
Presidency of Princeton ; he fell out 
with the faithful Tumulty and even 
with Colonel House. He did not like 
Senator Lodge, and he despised 
many other leaders in the Senate. 
Thus, his League of Nations idea— 
born out of his abstract love of the 
masses—was wrecked because he 
did not like individuals, without 

(Continued on the next page) 
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How to Handle People—Continued 
whom his dream could not become 
a reality. 

Theodore Roosevelt, next to Abra- 
ham Lincoln, probably liked people 
better than any other president and, 
therefore, knew how to deal with 
them successfully. He liked all sorts 
of people. John L. Sullivan was one 
of his intimate friends. Another of 
his close friends was a backwoods 
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rustic down in Oklahoma, who came 
to Theodore Roosevelt’s notice be- 
cause his great sport was hunting 
wolves without weapons, cornering 
them and choking them to death 
with his bare hands. Theodore 
Roosevelt appointed him a United 
States Marshall in Oklahoma. 
Theodore Roosevelt was an inti- 
mate friend of the aristocratic and 
polished French Ambassador Jus- 




































Sit physical condition, gained 
through hours of muscle- toughening 
work on difficult obstacle courses, 
makes the American boy “One of the 
Best” fighters in today’s World War. 


' Among insurance companies, Central 
Life, whose modern Pension Plan for 
Agents became effective in January, 
1944, to provide the financial bene- 
fits of “social security” for Field Men, 
also is recognized everywhere as 
“One of the Best.” 
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serand, whom he used to take o 
long strenuous walks, making it 4 
feature to wade across Rock Creek 
while the astonished Ambassada 
followed, holding up his hands t 
keep his pink gloves from gettin 
wet. Theodore Roosevelt liked pe 
ple individually and he liked peopl 
in the mass, and that was the secre 
of his great power over men of al 
types and classes. 





















































Selling 


The life insurance man who likes 







































people will find each interview a de- — 
lightful experience, rather than a] 44 4 
dreaded task. The life insurance mati Rae # 
who loves his fellow men has thell-gos() i, 
most secure foundation for success Octe 
ful insurance selling, because he will. Th 
think in terms of the prospect ratherfh+ to. 
than of himself; and, the thrill offf., ihe 4 
securing the prospect’s home withB...j. 
insurance protection, the thrill offf.ted au 
guaranteeing the prospect’s childrenhiy: tio; 
an education, will outweigh the sat-Boulatic 
isfaction derived from the commis-fio;ceme 
sions earned. lreasur 
The two men who have made the ffifhe enf 
greatest failure in the art of handling Hespect 
people in modern times are Hitler 5,000 ; 
and Mussolini ; and, the fundamental fiif exect 
reason is that neither of these tyrants fiessionz 
love people either individually or inffhe Wa 
the mass. Can anyone look at the fiver sa 


face of Hitler or at the face of Mus- 
solini and conceive that either has 
one spark of affection for the human 
family? It is this root fact which is 
rapidly destroying both. Yet no one 
can fairly deny that both Hitler and 
Mussolini are men of tremendous 


and sala 
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talent and capacity, who could have § Secti 
made constructive contributions to 1942 qd 
the momentum of history if they had Hjularies 
only loved their fellow men and “the 
dealt with them accordingly. One® shall 
cannot but contrast their rapacious § tion, 
story with that of Abraham Lincoln. paid 
whose whole life was a living ex- ers f 
ample of devotion to great causes ing © 
that grew out of his love for people. @ fits i 


Leigh Hunt has expressed the 
spirit of this concept in his beau‘ iful 
poem, “Abou Ben Adhem” : 


detet 





“Abou Ben Adhem (may his ‘ribe 
increase! ) 

Awoke one night from a deep dream 
of peace, 

And saw, within the moonlight 1 
his room, 

(Continued on page 36) 
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SALARY STABILIZATION 
and 
LIFE INSURANCE 


By E. M. THORE 


General Counsel, Acacia Mutual Life 


HE authority for wage and sal- 

ary stabilization is derived from 

an Act of Congress enacted Oc- 
ber 2, 1942; and Executive Order 
=9250 issued by President Roosevelt 
a October 3, 1942 pursuant to the 
Act. The Act authorized the Presi- 
ent to stabilize wages and salaries 
in the basis of September 15, 1942 
evels. The Executive Order dele- 
ated authority to an Economic Sta- 
lization Director who in turn issued 
regulations and delegated the en- 
jorcement of his regulations to the 
freasury and the War Labor Board. 
The enforcement of regulations with 
respect to wages and salaries under 
5,000 per year, except in the case 
f executive, administrative and pro- 
essional employees was delegated to 
he War Labor Board. Jurisdiction 
wer salaries over $5,000 per year 
ind salaries of executive, administra- 
ive and professional employees 
inder $5,000 was given to the Treas- 
wry Department. 


Wages Defined 


Section 10 of the Act of October 2, 
1942, defining the term “wages and 
alaries” and provided, 

“the terms ‘wages and salaries’ 

shall include additional compensa- 

tion, on an annual or other basis, 
paid to employees by their employ- 
ers for personal services (exclud- 
ing insurance and pension bene- 
fits in a reasonable amount to be 
determined by the President) : 

* KRY 

In the exercise of the authority 
conferred on the Treasury Depart- 
ment, the Commissioner of Internal 
Revenue issued regulations under 
fate of December 2, 1942. These 
regulations covered the entire field 
of salary stabilization and contained 
a specific provision 1002.8 entitled 
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“Insurance and Pension Benefits.” 
In this section the Commissioner 
stated that in determining the amount 
of an employee’s salary, premiums 
paid for insurance benefits not ex- 
ceeding 5% of the employee’s annual 
income, would not be construed as 
salary. Specifically the regulations 
provided, 

“the insurance or pension benefit 

inuring to such employee is not 

measured by what he will be en- 
titled to receive after the happen- 
ing of certain contingencies, but 
rather in terms of the amount of 
contributions or premiums paid by 
the employer,” 

and further that, 

“Tf, however, such insurance pre- 
miums are includible in the gross 
income of the employee (for 
whose benefit the insurance has 
been taken out), as well as de- 
ductible by the employer, the 
amount which shall not be con- 
sidered as salary in respect of such 
employee may not exceed 5 per 
cent of the employee’s annual sal- 
ary determined without the inclu- 
sion of insurance and pension ben- 
efits.” 

Following the above quotation ap- 
peared an illustration which dealt 
with an employer having 20 salaried 
employees, all covered under the 
insurance plan. The final para- 
graph in the “Insurance and Pension 
Benefits” section stated that premi- 
ums on policies of group life insur- 
ance plans without cash surrender 
values, and premiums on policies of 
group health or accident insurance, 
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the beneficiaries of which are desig- 
nated by the employees, do not con- 
stitute salary, provided such premi- 
ums are deductible by the employer 
under the income tax law. 

A careful study of the insurance 
section of the regulations of Decem- 
ber 2, 1942, failed to disclose any 
wording which would suggest that 
the Commissioner of Internal Rev- 
enue was regulating anything but 
the amount of the premium paid on 
account of insurance benefits. Noth- 
ing was said about the form of the 
policy nor the type of insurance bene- 
fits. In fact, the opening paragraph 
of section 1002.8 quoted above in- 
dicated that in determining whether 
or not insurance premiums would be 
included as salary, the type of bene- 
fits should be disregarded. How- 
ever, Section 1002.8 has been inter- 
preted otherwise by the Salary 
Stabilization Unit and its belated 
interpretations have produced great 
uncertainty in the sale of life insur- 
ance to employers interested in pro- 
viding insurance benefits for em- 
ployees. 

The Commissioner’s regulations 
of December 2, 1942, referred to the 
“amounts paid by an employer on 
account of insurance premiums on a 
policy on the life of an employee 
x * *” No attempt was made to 
define “a policy on the life of an em- 
ployee.” Furthermore, in referring 
to “a policy on the life of an em- 
ployee,” it properly could be inferred 
that the Commissioner of Internal 
Revenue placed no restriction on the 
number of employees insured by the 
employer. It appeared sound to con- 
clude that if the Commissioner had 

(Continued on the next page) 








Salary Stabilization—Continued 


in mind a narrow interpretation of 
the words “a policy on the life of 
an employee,” the regulation would 
have included a further definition. 
Section 1002.8 when issued, certainly 
meant that any insurance policy pur- 
chased by an employer on the life of 


an employee, regardless of the form 
of the policy and regardless of the 
number of employees insured would 
not constitute an increase in salary 
or wages, unless the annual premium 
exceeded 5% of the employees an- 
nual wage, in which event the excess 
would be construed as additional 
wages subject to the regulations. 





financial security. 
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As shown in this example of the Company's adver- 
tising, copy this year features the Great-West Life 
man. He is shown as one well qualified to provide 


the protection which assures both 
Want and Freedom from Fear. 


HE BROUGHT THIS FAMILY 
FREEDOM FROM FEAR... 


Mother used to look into the future with uncer- 
tainty, but today she looks into the coming years 
with confidence—since Daddy and the Great-West 
Life man sat down together and planned the family’s 
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How the Treasury Interpreted the 
Regulations 






Now let us see what happen 
after the regulations were issued. 4 
the outset the interpretation I hay 
suggested above was generally ac 
cepted by insurance counsel an 
counsel representing employer; 
Policies were written on variov 
forms on the lives of groups of em 
ployees and in some cases on selectel 
employees. Quite often the form o 
policy was the Retirement Incom 
type. The regulations were consid 
ered to be extremely favorable 












































the insurance business. After sev N 
eral months, however, rumors cir 
culated to the effect that the Treasur Pees 
was construing the regulations ag : 
¢ USES 
follows: / sth 
Tr . c “6 . 1 
1. That a policy of life insurance * a 
; ~ US. 
meant a policy on the ordinary —— 
op ° . ¢ . ( 
life form, or one which did no” | 
2 ; enable 
provide for substantial cash 
a : state sh 
values ; that if the policy pur- The 
chased by the employer were ie oe 
° e . if > 
on a premium form higher thang *. 
3 oe iwmvide re 
Whole Life, approval should gandli 
be obtained from the Salary "4 i 
. “* . . od Pals 
Stabilization Regional Office. ca . 
= . Bsions 
2. That without the approval of ia a 
the Salary Stabilization Office, will ‘ 
s V 
the employer should not pur- 
where 





chase insurance on the lives of 
a few key employees or a smal 
group of employees. 

The regional offices of the Salary 
Stabilization Unit issued conflicting 
information with respect to these 
rumors and no formal regulations 
were issued confirming them. ‘These 
rumors, despite contradictions by 
some of the Regional Offices, created 
sufficient doubt to retard the sale of 
life insurance, first, because many 
of the sales presentations had been 
made on the basis of retirement 1- 
come policies, and second because 
in many instances the employer was 
primarily interested in purchasing 
insurance on the lives of key em 
ployees only. 
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The New Regulations of 
August 28, 1943 


Not until August 28, 1943. did 















the Economic Stabilization Dir ctor aes 
issue new regulations supersedinggl “‘S 
the former regulations effective Oc ‘ta 
tober 27, 1942. And under Sectionff'™ te 
4001.1 of the new regulations i was tation 
stated, types | 
(Continued on page 46) vestec 
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New York State License 


Please comment on the various 
+hases of the Blank Life that do not 
‘onform to the New York State 
aws. If possible, give me some idea 
is to the adjustments necessary to 
enable this company to enter that 
state should they desire. 

The New York State insurance 
laws are very complicated and pro- 
vide restrictions and limitations on 


fia great many things, such as amount 
"Mot salaries to officers, policy provi- 


‘sions, 


investments, expenses and 


+. {many other minor requirements that 
‘Bwill be found in state laws every- 


Jicting 

these 
lations 
These 
ns_ by 
reated 
sale of 


Ve 
Section 
ii was 


where governing the operations of 
life insurance companies. There are 
anumber of special limitations, how- 
ever, in New York State. 

Of major importance, no doubt, in 
this particular instance, is the pos- 
sibility that the Blank Life does not 
consider it desirable at this time to 
make application for entry into New 
York State for the simple reason 
that it does not now operate in any 
of the Northeastern states and 
therefore would not be expanding in 
the ordinary manner if they entered 
New York—they would not then be 
in any adjacent state. As you know, 
agency expansion is not generally 
performed by skipping all over the 
country. A company will choose a 
particular section and concentrate its 
expansion activities in that district. 
The Blank Life has done this but 
it has not expanded in the direction 
of the Northeast or the Eastern 
states as a whole. 

As to the specific limitations, et 
tetera, that we mention, you will find 
in the New York insurance law limi- 
tations on: accumulation of surplus ; 
types of investments; amount in- 
vested in certain kinds of securities 
by amount and by percentage; on 
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volume of new business; on ex- 
penses, new and total, with compli- 
cated factors for determining excep- 
tions and outside limits ; et cetera. 
We feel that if there is any one 
reason why the Blank Life does not 
apply for entry into New York 
State, it might very well be in con- 
nection with the commission ar- 
rangement which it may have with 
its general agents and sub-agents. 
One of the specific limitations, and 
one which is bothersome to out-of- 
state companies which contemplate 
entry into New York, is that no life 
insurance company shall pay, or per- 
mit to be paid, a first year’s commis- 
sion in excess of 55% of the pre- 
mium or stipulated payment on any 
life insurance policy or annuity 
contract issued by such company. 
There are a few qualifying excep- 
tions and complicated formulas, but 
in the aggregate, for the first year, 
such commissions shall not exceed 
55% of the first year’s premium. We 
cannot find in our files any specific 
information concerning the general 
agents’ and sub-agents’ contracts of 
this company but it is possible that 
this particular requirement of the 





EDITOR'S NOTE 


Our Full Service subscribers are en- 
titled, under their contract, to request 
special information on any life insurance 
subject at any time. Their inquiries are 
received through all channels of commu- 
nication and i diate resp are 
made thereto. Some of these questions 
are presented here, together with the 
editor's answers. All entries are neces- 
sarily abbreviated and in some cases 
identities are eliminated for reasons 
which are obvious. Although we cannot 
undertake to answer questions of this na- 
ture from our "News Readers” (our cor- 
respondence is very heavy and many 
hundreds of "Service" inquiries are re- 
ceived) we hope they will find some in- 
terest in this feature. 














New York law might operate against 
the company insofar as entering 
New York State is concerned, if it 
desired to do so. One of the im- 
portant things to remember here is 
that these restrictions apply not only 
to business written in New York 
State but to all of the business of 
the company throughout the country. 
You can readily see, therefore, that 
many companies might have weighed 
the possible advantages of complying 
with this provision for New York 
State license and decided that it 
would not be worth the trouble in 
view of the necessity of re-vamping 
all contracts outstanding. It also 
follows that the additional business 
that might be obtained in New York 
State might not compensate such 
companies for the added expense of 
changing over an entire agency 
set-up. 

On the two important factors of 
reserve requirements and assets, the 
Blank Life, without question, could 
qualify for New York State license. 
Although the New York law re- 
quires certain specified reserves and 
also certain types of assets, et cetera, 
its reserve basis and its asset port- 
folio, after examination by us, are, 
in our opinion, of such quality that 
it could comply with New York 
standards. 


Without War Clause 


Can you tell us whether the Stand- 
ard Life Association of Lawrence, 
Kansas issues its policies without a 
War Clause? 

The policies of the Standard Life 
Association of Lawrence, Kansas do 
not contain a War Clause. The So- 
ciety did not add a War Clause to 
its policies in World War I and has 
not done so thus far in the present 
conflict. 


21 




















"Incont 
Policy 
und 


T 1E 
Soc 
sued t 
to Ha 
waiver 
indem1 
and pe 
sured. 

Insu 
on federal taxes for revenue! The STANDARD is “the accepted re- pi totally 


porter for completeness, accuracy, and convenience.” Super indexed. Five 4 June 1 


a CCH Standard Federal Tax Service — 1944. For those who must have “every- 


’ 


thing’ 


loose leaf volumes — plus the supplemental, complimentary one-volume Internal 5 ioe 
cance 

his pol 
judgm 
R ; claime 
CCH Federal Tax Guide Service —1944. The one-volume loose leaf Service $500.0 


for the federal tax problems of the average individual or business. Prepared a' The 


Revenue Code Service providing all the revenue laws. Both Services always 


maintained up-to-the-minute through fast, frequent, loose leaf reports. 


especially for those who want something compact, practical, understandable, re that t 
and above all authoritative on the basic federal tax laws, with new developments me 
of importance promptly reported through the year. Internal Revenue laws ten: 
are provided in the complimentary CCH Internal Revenue Code Service. insure 
Both Services are kept up-to-date by swift loose leaf reporting. ind tr 
he de 
rhe Pp 


a book, but a handy, ready-reference and training course on federal taxes, Nsura 


CCH Federal Tax Course — New 1944 Edition. Not a loose leaf Service, not 


particularly income taxes. Ideal for “refresher” or “brush-up” use. Based aa 
7 ‘ P e ind th 
on current revenue laws. Understandable explanations and illustrations; to- 


gether with supplementary books of filled-in return forms and pertinent Code “ 


provisions. Makes it easy to become familiar with the “ins” and “outs” of the witl 


federal tax system — how it has developed — what it is today. ire 
In all, with supplemental books, 1200 helpful pages, 61% x 9%, occt 


etek oe U. 8. MASTER dise 
durable covers. A TAX GUIDE mae 
4 —1944 pro 
Another ‘‘Ace’’ 
. a handy book, = 
" I pened iz the | hi 
. 7 ” Shh » P » , “edera venue . 
ComMMERGE) CLEARING) HOUSE; ING, Code as amend fol 
PUBLISHERS OF LOOSE LEAF LAW REPORTING SERVICES ed and —- 
tions, rulings, 
and decisions. 400 

NEW YORK | CHICAGO | WASHINGTON 4 pages, durably 
Empire State Bldg. 214 N. Michigan Ave. Munsey Bldg. bound, 6 x 9, $2. 


a copy. ¥ 




















By O. D. Brundidge of Chrestman, Brundidge, 
Fountain, Elliott & Bateman, Dallas, Texas. 


"Incontestable Clause of Statute or 
Policy Applied to Disability Claims 
under Life Insurance Policies." 


| fous Equitable Life Assurance 
Society of the United States is- 
sued two contracts of life insurance 
to Harry J. Gillam providing for 
waiver of premiums and monthly 
indemnity in the event of the total 
and permanent disability of the in- 
sured. 

Insured claimed that he became 
totally and permanently disabled on 
June 10, 1941, and sought to recover 
monthly indemnity and waiver and 
cancellation of further premiums on 
his policy. The Trial Court awarded 
judgment for the full amount 
claimed, together with interest and 
$500.00 attorney’s fees. 

The insurance company denied 
that the plaintiff was totally and 
permanently disabled and that the 
policies were procured by false and 
material representation made by the 
insured as to his previous health 
ind medical history which induced 
the defendant to issue the policies. 
he policies were first issued as life 
nsurance policies and were later 
rewritten so as to cover disability 
and the following clause was added: 


“The provisions of said policy 
with respect to incontestability and 
ireedom of travel, residence and 
occupation shall not apply to these 
disability and double indemnity 
provisions.” 


This policy also contained the 
lollowing clause : 


“This policy, except as to the 
provisions relating to disability 
and double indemnity, shall be 
incontestable after it has been in 
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force during the lifetime of the 
insured for a period of one year 
from its date of issuance, provided 
premiums have been duly paid, 
etc.” 


The insurance company contended 
that the incontestable clauses ex- 
pressly except from their application 
the provisions of the policies which 
relate to disability benefits. 

The Supreme Court of Georgia 
held: 


“After carefully weighing the 
‘ conflicting authorities, it appears 
that the decisions which have 
adopted the construction which 
was followed by the Supreme 
Court of South Carolina and the 
Court of Appeals of this State 
are supported by the better rea- 
soning, and are most consistent 
with well-established rules of con- 
struction applicable to instrument 
drawn by one of the parties to a 
contract. Accordingly, the incon- 


testable clauses in the instant case 
mean simply that the principal 
amounts stated in the policies will 
be payable without contest after 
the period stated, but that the 
right to contest total disability and 
double indemnity is reserved, so 
that the insurer may show that the 
insured is not totally disabled, or 
that his death did not occur in 
such manner as to fix liability for 
double indemnity. The exception 
of these provisions, however, ap- 
plies for this purpose only, and 
not for the purpose of showing 
that the policy was void for fraud 
or other matter relating to its in- 
ception. If the foregoing is not 
the clear meaning of the policies, 


point; and such will be taken as 
their meaning, under the rule that 
ambiguous provisions will be con- 
strued most strongly against the 
insurer.” 


The Court further held: 


“It seems the more reasonable 
interpretation to say that the ex- 
ception as to the two latter fea- 
tures was not intended to reserve 
the right of attack for inceptive 
fraud or the like, and that all the 
exception was intended to do was 
to reserve or safeguard the right 
to contest the extra grounds on 
which such superadded claims 
might be made. Any other inter- 
pretation of the incontestable 
clauses would not, it seems to us, 
comport with reason or represent 
the intention of the parties.” 


But the Court did afford the in- 


surance company some relief in the 
following words: 


(Continued on the next page) 











UR old, reliable Standard dictionary de- 
fines "freedom" as (quote) |. the state 
of being free; liberty; exemption. 2. Facility 
of action or manner; ease; ingenuousness; 
also, undue familiarity (unquote). We'll not 
discuss the last bit of that definition because, 
with the NEWS going through the mails, 
the Post Office Department might think 
we're getting a bit Esquire-ish. Now, let's 
turn to another standard reference on words. 
Roget's International Thesaurus of English 
Words and Phrases (often accused of being 
our dream-book for writing this column) 
says: "FREEDOM, a noun, liberty; independ- 
ence; license; facility; eleutherism (try that 
on your vocal cords for size!); etc." In other 
words, the reference works are pretty pat 
and agreeable on the basic meaning of the 
word. But, remember, these books are pre- 
war, pre-F.D.R., pre-Churchill and 
pre-American Insurance Group. 


FOUR FREEDOMS AND... 


now— 


The Atlantic Charter gave us—for a slo- 

an and reason for winning World War II 
ti we needed a reason)—the Four Free- 
doms: freedom from want, freedom of 
speech, freedom from fear and freedom of 
worship. Norman Rockwell immortalized, in 
graphic paintings, these further definitions 
of a word we all took for granted and the 
bold clarity of their description has bedded 
deep in the hearts and desires of civilized 
men, the world over. 

So much for international and pedagogic 
definitions of “freedom'—let me tell you 
about the latest and insurance-wise interpre- 
tation of this newly-appreciated and busy 
word. Working on the same theory as the 
papas of the Four Freedoms—i.e., that we 
Americans will back a good slogan to the 
limit—the American Insurance Group have 
given us “The Nth Freedom—Freedom From 
Uncertainty." 


. THE Nth FREEDOM 


But now you've probably seen and read 
The Nth Freedom advertisements in the Sat- 
urday Evening Post and the insurance press; 
the colorful window posters and the attrac- 
tive simulated bronze counter plaques in 
agents’ offices and are familiar with the 
wording and reasons for The Nth Freedom. 
If not, go back to page 41 of the January, 
1944, issue of your NEWS and read our 
illustrated story. 

e predict an interesting and useful fu- 
ture for this new Freedom. First, because it 
gives insurance men a tangible creed for 
the creation of better relations with the 
public and, second, because of the unselfish 
way the American Insurance Group has pre- 
sented it—lock, stock and barrel—to the 
insurance business. All material is available, 
without the company's name, to any agency. 
Sounds like a natural to us, how about you? 
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The Legal Spotlight—Continued 


“The legal questions involved in 
the preceding division are not easy 
of solution, and are of such a 
character as to acquit the defend- 
ant of bad faith in refusing to pay 
the claim. New York Life Ins. 
Co. v. Watson, 48 Ga. App. 211, 
214, 172 S. E. 602, and cit.; Se- 
curity Ins. Co. v. Jackson, 54 Ga. 
App. 131, 187 S. E. 234. There- 
fore that portion of the verdict 
assessing attorney’s fees against 
the defendant was unauthorized; 
and the judgment is affirmed on 
condition that the plaintiff write 
off from the verdict and judgment 
$500.00, the amount returned for 
attorney’s fees; otherwise the 
judgment is reversed. The plain- 
tiff in error having obtained a 
substantial modification in the 
judgment of the lower court, the 
costs of this writ of error are 
taxed against the defendant in 
error.” Equitable Life Assur. 
Soc. v. Gillam, 195 Ga. 797, 25 
S. E. (2d) 686, 147 A. L. R. 
1008. 


“Continuation of Benefit of Group 
Insurance Beyond Termination of 
Employment." 


HE Travelers Insurance Com- 

pany issued a life insurance cer- 
tificate on the life of Thomas J. 
Gregory, now deceased, under a 
group insurance policy covering em- 
ployees of Johnston Manufacturing 
Company. According to the terms 
of the certificate it was agreed that 
the insurance would terminate when 
the insured’s employment with the 
employer should terminate. How- 
ever, it was provided: 


“That in a case where at the 
time of termination of employ- 
ment the employee shall be insured 
and shall be wholly disabled and 
prevented by bodily injury or dis- 
ease from engaging in any occu- 
pation or employment for wage 
or profit, the insurance will re- 
main in force as to such employees 
during the continuance of such 
disability.” 


Insured became ill with ulcerated 
colitis in the spring of 1941; on 
June 12, 1941, he left the employ- 
ment of Johnston Manufacturing 
Company because of his inability to 


work due to disease and died Ay 
gust 26, 1941. After he quit th 
Johnston Mills he worked for 
short time for two other mills. 
witness testified that up to the tim 
he died he was employed at the Ho 
kins Cotton Mills and worked the 
five or six weeks; that he was “pale 
weakly looking and under weight. 

The Supreme Court of Nort 
Carolina held: 


“While there is evidence tend 
ing to show that the insured wa 
afflicted with a disease which aj 
parently proved fatal, and that a 
the time he left the employment o' 
the Johnston Company he was w 
able to work by reason of disease 
it does appear affirmatively fron 
the plaintiff's evidence that as 4 
matter of fact he did work five o1 
six weeks with reasonable con- 
tinuity at two other mills. After 
he left the employment of John- 
ston Manufacturing Company. 
performing the substantial duties 
of the same occupation.” 

“However, without considering 
the defendant’s evidence, we think 
plaintiff’s evidence _ sufficiently 
tends to show that the deceased 
was regularly engaged in the same 
occupation with reasonable cor- 
tinuity, for a considerable perio 
of time, after he left the service 
in which he was insured. Thus, 
after the termination of his en- 
ployment by the Johnston Con- 
pany he was unprotected by the 
saving clause in the certificate of 
insurance, and the casualty of his 
death under these circumstances 
was not within the coverage of 
the insurance. Unfortunately for 
the beneficiary, this prevented re- 
covery on the insurance certificate. 
but we must hold the parties 
bound by the express terms 0 
the contract into which they have 
entered.” 


POST-WAR PLANS 


OST-WAR plans of a number of 
life insurance companies call for 
expanding their sales and_ se: “vice 
organizations. This means jobs no 
only for former employees ani 
agents returning from the armel 
forces but for many additiona! e 

service men as well. 
(Institute of Life Ins:rane 
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‘To the men who are 


‘all through buying hfe INSUTANCE 














W are speaking, primarily, to men and women who own substantial estates. 


The point we think you'd be interested in is this: if the bulk of your estate will be left un- 
der a testamentary will with today’s taxes, costs, delays and uncertainties, wouldn’t it be wiser 
to switch more of your estate into the contractual will which is a life insurance policy? In 


this way, a known amount of cash would flow into your estate at once. 





Records prove that not more than 25% of testamentary 
wills provide sufficient cash for taxes, administrative and 
other clean-up expenses. 


This is an alarming fact and many men who were “all through buying life 
insurance” have been thankful indeed for this new opportunity of life in- 
surance to serve them, and, to guarantee the security of their loved ones. 


See a Northwestern Mutual agent now—or, if you wish send for— 


A booklet on the subject — without cost 
The booklet, “Have You Streamlined Your Estate?’’ pictures in graphic fashion 
up-to-date information on the estate tax situation. Here are 
typical examples of estates from $15,000 up, with 
probate and other estate costs. The booklet shows 
alternative methods of meeting the vital need for sensible 
estate liquidity. A copy is yours for the asking. Just fill in 


send the inquiry form below. 


is 


een 8 SS SS See eS Sean, 


INQUIRY FORM 


The Northwestern Mutual Life Insurance Company 
Milwaukee 2, Wisconsin 


Gentlemen: 


Please send me a copy of your booklet, “Have You Streamlined Your Ustate?’’ This 
places me under no obligation. 


Name 
ee 
City AND STATE 


Ne | 


This advertisement appears in the February issue of “Fortune” and is one 


* of the series of ads on the subject of estate conservation. 
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SPECIALISTS — INSURANCE PROFESSIONS 


CALIFORNIA 





Barrett N. Coartss Cant E. Herrurta 


COATES & HERFURTH 


CONSULTING ACTUARIES 
582 Market Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ACTUARIES 


INDIANA 


NEW YORK 





HARRY C. MARVIN 


Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 











ILLINOIS 





DONALD F. CAMPBELL AND 
DONALD F. CAMPBELL, JR., 
CONSULTING ACTUARIES, 

36 Yrs. of Service 


160 NORTH LASALLE STREET, 
CHICAGO, ILLINOIS 


Telephone STAte 1336. 








HARRY S. TRESSEL 


Certified Public Accountant 
and Actuary 
10 8. La Salle Street 
Chicago 3, Ill. 
M. Wolfman, A.A.I.A. 
N. A. Moscovitch, Ph.D. 


a J. Lally Franklin 4020 


MISSOURI 





CARROLL E. NELSON 


Consuiting Actuary 
Central 3126 


915 Olive Street ST. LOUIS 











NEW YORK 








INDIANA 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 


Frank J. Haight, President 


INDIANAPOLIS OMAHA 











WOODWARD, RYAN, SHARP 
& DAVIS 
Consulting Actuaries 
41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 











Miles M. Dawson & Son, Inc. 
Consulting Actuaries 
500 Fifth Avenue 
NEW YORK CITY -:-: WN. Y. 











WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 
Telephone Barclay 7-3428 








Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 








FACKLER & COMPANY 


CONSULTING ACTUARIES 
8 W. 40th Street 


New York City 








PENNSYLVANIA 





FRANK M. SPEAKMAN 
Consulting Actuary 
Associate 
E. P. Higgins 


THE BOURSE —— PHILADELPHIA 6, PA. 














SALES OPPORTUNITIES 


ELIEF that 1944 will present 

greater Opportunities to career 
underwriters for the sale of life 
insurance than any year in the past 
10 was expressed last month by 
J. Roger Hull, Vice President and 
Manager of Agencies of The Mu- 
tual Life of New York, in discuss- 
ing the life insurance outlook for 
the new year. Last year at that time 
Mr. Hull expressed the belief that 
the declines of 1942 had been 
checked and predicted that the busi- 
ness was on the verge of a great 
expansion of new business produc- 
tion. 

“The upward trend which started 
in 1943,” Mr. Hull said, “resulted 
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in a volume increase of approxi- 
mately 9% for the year over 1942, 
despite the fact that there were 
some 30% fewer life underwriters 
to do the job. I believe the increase 
primarily was the result of two in- 
fluences: More people have more 
money than ever before with which 
to purchase the life insurance they 
need, and life underwriters remain- 
ing on the home front are working 
harder and are concentrating their 
efforts and planning their time more 
efficiently.” 


Reasons 


“In 1944,” Mr. Hull continued, 
“the margin of excess, or surplus, 


purchasing power probably will 1- 
crease still further. In addition, tt 
is increasingly evident that through 
no means other than life insurance 
may the average man hope to leave 
a competence for his family undet 
existing tax conditions—and it ap- 
pears that taxes will not be an) 
lower for some time. The tax - 
ation may very well provide 
Number One motivation in 1944 
the purchase of more adequat: 
come protection with these surj 
dollars. It is the responsibility o' 
underwriters to recognize their 
portunity and to extend the be: 

of life insurance to the masses 
American people.” 
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® America is marching forward into 1944 with CONFI- 
DENCE. Ultimate victory is assured over those nations who 
would destroy the ideals of Democracy. Our armed forces, 
supported by the families at home, are leading this victory 
march with a singleness of purpose and a valor that have never 
been excelled in all of this nation’s colorful and heroic history. 


Individual initiative and enterprise have made our nation 
powerful in time of war and progressive in time of peace. 
These will continue to be the guiding motives for the people 
of this nation. 
We present this 49th annual financial statement of the Kan- 
sas City Life Insurance Company, not only with pride in past 
FINANCIAL STATEMENT accomplishments, but with utmost CONFIDENCE in the 


future. 
AS OF DECEMBER 31, 1943 W. E. BIXBY, President 








RESOURCES LIABILITIES 


Cash in Banks $ 1,291,753.20 Legal Reserve $134,948,464.00 
{ Federal Government—Direct or Claims in Process of Settlement 752,752.77 
Bonds} Fully Guaranteed Obligations 49,325,582.51 é : on 
| State, County, Munic’l, School 19,102,111.15 Claims Due and Unpaid NONE 
{On Farm Properties... 15,252,353.29 Dividends Payable on Policies 1,423,705.95 
First On City Properties. . 5,802,330.21 ‘ —} 
Mortgage Real) at - teens on City Interest and Premiums Paid in Advance _1,720,392.76 


Estate Loans { Properties (Insured Taxes Payable in 1944 ............... 400,000.00 
| and Guaranteed by - 
| U.S. Government).. 30,207,993.93 Other Accrued Expenses 268,006.40 
ill in- Accrued Interest on Investments 1,429,579.40 
ion, it Loans on Policies 16,200,014.30 $139,513,321.88 
rough Net Premium Payments Deferred and 
we aieil . in aang “ om 7 neg et Surplus Unassigned 4,252,063.34 
a ontracts of Sale of Real Estate ,197,185. ; : 
Real Estate Owned 4,022,494.55 Paid-up Capital 4,000,000.00 
= Home Cihes Buliling ee Total of Liabilities and Surplus to 
i be Total Net Admitted Assets $147,765,385.22 Policyholders $147,765,385.22 
x situ: 
ce . Paid Policyholders and Beneficiaries in 1943 $ 7,314,340.27 
ate fe Increased Insurance in Force in 1943, to an all-time high of 528,791,129.00 
urplus Paid Policyholders and Beneficiaries since organization in 1895.. 152,400,000.00 
of life Surplus Assets to Protect Policyholders increased to 8,252,063.34 


cir Op- Number of Policyholders, largest in Company’s history 291,764 


~'T KANSAS CITY LIFE INSURANCE COMPANY 


HOME OFFICE: 3520 BROADWAY, KANSAS CITY, MO. 
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ALTER B. LEHMKUHL, 

President of the Institute of 
Home Office Underwriters, recently 
advised that the Institute now has 
115 member companies. The latest 
companies joining, and the person 
representing these companies, are as 
follows: Northwestern National, 
Ross E. Moyer ; Country Life, Rich- 
ard Fox; Philadelphia Life, D. B. 
Schweiger; Great Northern Life, 
H. J. Hornberger; Tharp-Sent- 
heimer Life, Herman S. Lindy; 
Mutual Life (N. Y.), Leigh Cruess 
and Michigan Life, W. H. Ekberg. 


DIVIDEND ACTIONS 


N THE January Lire News 

(pages 38 and 39) we published 
detailed information concerning ac- 
tion taken by various companies for 
1944 dividends and interest allow- 
ances. A few additional companies 
have made announcements since we 
went to press with that edition, as 
follows: 


Continued Scales 


The following companies have 
continued ‘the same dividend sched- 
ules and interest allowances on in- 
stalment settlements and dividend 
accumulations as were granted in 
1943: Bankers Life Company, Des 
Moines, Iowa; Bankers National, 
Montclair, N. J.—dividends con- 
tinued and interest allowed at guar- 
anteed rates; company has a sepa- 
rate schedule of dividends for 
policies with disability benefits on 
issues prior to January 1, 1931; 
Jefferson Standard—dividends and 


interest rate continued ; Mutual Life, 
New York—dividends continued— 
no information on interest allowed; 
New York Life—dividends con- 
tinued; Reliance Life, Pa.—divi- 
dends continued—interest 3% on 
guaranteed rate, if higher; Security 
Life & Accident, Colorado—divi- 
dends continued with only slight 


changes and interest continued at 
3.6%. 


24% FEWER AGENTS 


HERE are 24% fewer life in- 
surance agents now than before 
the war, yet sales of ordinary life 
insurance are up 30% as compared 
with 1940. This indicates more in- 
terest on the buying side because of 
both increased earnings and greater 

interest in personal security. 
(Institute of Life Insurance) 

















THE BOSTON MUTUAL 
LIFE INSURANCE CO. 


53rd YEAR OF SERVICE TO THE 
PEOPLE OF NEW ENGLAND 
A company of high character and standing. 
It is known for its conservative manage- 
ment and strength. 
JAY R. BENTON, President 
EDWARD C. MANSFIELD 
Secretary-Treasurer 


Home Office 
Boston, Massachusetts 


























COMMISSION QUESTION 
SETTLED 


OR several months the amount 

of commissions that a salesman 
was entitled to earn under the na- 
tional stabilization program was 
questionable. It will be recalled that 
under one interpretation the amount 
of commissions earned between Oc- 
tober, 1942 and October, 1943 could 
not exceed commissions received in 
a similar preceding 12 months’ 
riod. 

The Director of Economic Sta- 
bilization, Judge Vinson, in a recent 
letter to the Commissioner of In- 
ternal Revenue, has indicated that 
where there has been no change in 
the rate of commission the salesman 
is entitled to as much income in 
commission as he is able to earn. In 
the cases of any changes in the com- 
mission rate, however, and _ the 
amount involved is less than $5,000, 
the approval of the National \Var 
Labor Board would have to be se- 
cured; in the case of more than 
$5,000, the approval of the Com- 
missioner of Internal Revenue is 
required. 

This apparently closes this subject 
for the time being at least. 


pe- 


There was an absent-minded Sunday-school 
teacher with whom the boys of his class liked 
to have fun. One day when the boys knew that 
their teacher was to read a certain passage from 
the Bible, they pasted together the connecting 
pages. 

The teacher came into the room and began to 
read. When he got to the bottom of the page 
he read: "When Noah was 120 years old he 
took unto himself a wife who was’ ''—then he 
turned the page—'"''I40 cubits long, 40 cubits 
wide, built of gopher wood, and covered with 
pitch inside and out.'" 

The teacher looked puzzled for a moment, re- 
read the passage, and then said: "Boys, this is 
the first time | have come across this passage in 
the Bible, but | am ready to accept it as evi 
dence of the assertion that we are fearfully and 
wonderfully made.''—Kablegram. 





Again Bankers Life Fieldmen 


enjoyed a substantial increase in Income 


INSURANCE COMPANY 
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INFLUENZA 


‘f |E present epidemic influenza 
has been definitely identified as 
ur regular biennial visitor, Type 
A”—a nuisance but so far not a 
“iller. If the “A” bug follows its 
isual pattern, the present epidemic 
should be pretty well cleared up in 
nost parts of the country “in an- 
other two weeks,” says a health 
yulletin from the medical depart- 
nent of Northwestern National Life 
Insurance Company, issued Decem- 
ver 17, 1943. 

For the past decade, outbreaks of 
‘A”-type flu have occurred each 
January of the odd-numbered years 
—1933, ’35, ’37, ’39, and “41. Ex- 
ected in January of 1943, the 
present epidemic arrived ten months 
hind schedule, without apologies. 

Meanwhile, the virus had been 
solated, tabbed, and ticketed by in- 
tensive medical research. Consist- 
ently, Type “A” hits suddenly, 
spreads like a forest fire, and lays 
thousands of people low, but is not 
langerous if properly taken care of, 
and the individual cases are usually 
ff only a few days’ duration. An 
epidemic of it usually lasts about a 
month. Because it is extremely con- 
lagious, it can disrupt business and 
ither activities very effectively, but 
the “A” type is essentially a nuisance 
disease. While no one can say that 
this or any other flu epidemic could 
not quickly turn into a deadlier form 
of the disease, prevailing medical 
observation is that so far there are 
no indications of such a catastrophe 
developing out of the current epi- 
emic, 

Influenza itself rarely causes 
death, the bulletin points out ; fatali- 
ties following an attack of flu usually 
are the result of complications, par- 
ticularly pneumonia. In spite of the 
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current flu epidemic, cases of pneu- 
monia are no more numerous than 
usual at this time of year. This 
might indicate that the memory oi 
the dread epidemic of 1918~'19 still 
causes people to take good care of 
any such ailment; at any rate, the 
general run of cases in the present 
outbreak are definitely proving not 
dangerous, although rather severe 
and unpleasant while they last. 

The symptoms are usually head- 
ache, backache, muscular aches, 
fever, and/or a chill along with the 
symptoms of a common cold. Usu- 
ally this type of flu hits all at once, 
and you long for nothing so much 
as to crawl into bed, which is the 
very best thing to do. Keep warm; 
drink lots of water, fruit juices, and 
soup; eat lightly; stay in bed until 
you feel good—at least 24 hours 
after the end of any fever. 


SIMPLIFIED CLAIM BLANK 
COMMITTEE APPOINTED 


SPECIAL Claim Blank Com- 

mittee has been appointed by 
President O. F. Davis of the Health 
and Accident Underwriters Confer- 
ence, consisting of George Young, 
Chairman, Inter-State Business 
Men’s Accident Company; George 
Smith, Monarch Life Insurance 
Company; W. C. Butterfield, Na- 
tional Casualty Company; George 
Cleary, Mutual Benefit Health and 
Accident Association; and F. H. 
Jacobson, Illinois Bankers Life As- 
surance Company. 

The committee will draft a short, 
simplified claim blank for both acci- 
dent and health claims to assist 
physicians in wartime in filling out 
accident and health medical blanks 
on claims. A uniform simplified 
blank of this kind is expected to 
considerably relieve the “paper 
work” of attending physicians for 
accident and health claimants. 


RHODE ISLAND CONSIDERS 


STATE HOSPITALIZATION 
OVERNOR J. HOWARD 
McGRATH ot Rhode Island 

has proposed the enactment of legis- 
lation to make hospitalization insur- 
ance compulsory, the estimated cost 
of five cents a day to be borne 
equally by employer and employee. 
A bill is now being drafted, which 
presumably would provide for broad 
coverage of employed persons and 
their families, probably through 
standard insurance companies and 
hospital service plans. An immedi- 
ate problem would be the expansion 
of hospital facilities, a difficult task 
under war conditions. 

The suggestion was a part of 
Governor McGrath’s message to the 
newly-convened Rhode Island legis- 
lature, and left open the means by 
which the protection would be pro- 
vided. In a later press statement, he 
is reported to have expressed the 
hope that insurance companies and 
Blue Cross hospital service plans 
could be utilized. 

Rhode Island is now administer- 
ing a compulsory sickness insurance 
act through a state fund, the only 
state with such a program. 


INSURANCE ECONOMICS 
SOCIETY ACTIVE 


H. O'CONNOR, executive di- 
e rector of the Insurance Econo- 
mies Society of America, continues 
to tour the country, addressing asso- 
ciations and public bodies in the 
interest of more careful considera- 
tion of proposed compulsory social 
security plans. Mr. O’Connor has 
been traveling almost constantly for 
many months, making several talks 
each week, all of which stress the 
cost of comprehensive social security 
plans, and the impact of that cost 
upon the economy of the nation. 
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COMPENSATION 
COMMITTEE 


HE Compensation Committee of 

the Life Insurance Sales Research 
Bureau recently elected as its Chair- 
man, Vice President and Actuary 
Richard C. Guest of the State Mu- 
tual Life Assurance Company. Mr. 
Guest succeeds as Chairman, Vice 
President E. M. McConney of the 
Bankers Life of Iowa. 

In addition to Mr. Guest’s elec- 
tion, two new members have re- 
cently been added—President R. B. 
Richardson of the Western Life of 
Helena, Montana; Executive Vice 
President E. B. Stevenson of the 
National Life and Accident of Nash- 
ville. The election of two field rep- 
resentatives has already been an- 
nounced—Herbert A. Hedges, Gen- 
eral Agent at Kansas City of the 
Equitable of lowa and President of 
the National Association of Life 
Underwriters, and Nelson D. 
Phelps, General Agent at Boston 
of the Northwestern Mutual. 


Cheese 


Institutions, like individuals, 

have both reputation and char- 

acter. While reputation may 

bring temporary success for an 

organization, character alone 

determines its ultimate well- 
eing. 

Character, in an institution, 
means high ideals unflinchingly 
pursued; willingness to do a bit 
more than the letter of the con- 
tract implies; knowledge that 
service is something more than 
sheer duty; tolerance toward 
human frailties, and belief that 
the rights of one terminate 
where another's begin; adher- 
ence to the eternal principle of 
fair play. 

Reputation is what others 
think of us; character is what 
we really are. It is the philos- 
opher's stone that transmutes 
the dull dross of business deal- 
ings into golden nuggets of 
friendship. 


AMERICAN UNITED LIFE 
INSURANCE COMPANY 


FOUNDED 1877 
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10 YEAR REVIEW 


N a well prepared factual bro- 
chure, the General American Life 
Insurance Company of St. Louis, 
Missouri, reviews the progress of 
the company during its first decade 
from 1933 to 1943. 

It will be recalled that this com- 
pany originally came into being to 
handle the aitairs of the Missouri 
State Life Insurance Company 
which became insolvent in 1935. In 
short, during the ten-year period 
covered the new company had a 
two-fold task. The first, and prob- 
ably most important, was to manage 
the affairs of the Missouri State 
Lite—taken over by purchase agree- 
ment—for the benefit of the policy- 
holders in that company; and sec- 
ondly, to operate the new company 
in such a way that it would show 
progress. This brochure entitled “A 
Chronicle of Progress” tells its story 
and illustrates by graphs and figures 
the steps taken by the present man- 
agement to accomplish these objec- 
tives. 

On page 2 of the brochure there 
is a picture of Judge Harry A. Ham- 
ilton, Walter W. Head, President 
of the company, and the Court 
Clerk. 

Judge: “Mr. Head, will you give 
this business an honest and efficient 
management ?” 

Mr. Head: “Your Honor, I can 
tell you now that our management 
will be honest. Ten years will be 
required to tell whether our man- 
agement has been efficient.” 

The ten-year period expired in 
September, 1943. The facts as pre- 
sented leave no doubt that the man- 
agement has been efficient. 


CONNELL ELECTED 
SECRETARY 


LANCY D. CONNELL, gen- 
for the Providen 


eral agent 
Mutual Lite at New York, has beer 
elected secretary of the 
Association of Life Underwriters t 
fill the vacancy caused by the resig- 
nation of Wilbur W. 
who was recently appointed a super- 
intendent of agencies for the Metro- 
politan Life. This announcement 
was made by Herbert A. Hedges 
National Association president, iol- 
lowing a mail vote of the members 
of the board of trustees. 

Mr. Connell has been a truste 
of the National Association since 
1941 and is at present chairman of 
the Committee on Agents’ Compen- 
sation. He has also served on the 
following national committees: 
Budget and Finance, State and Re- 
gional, Education, Law and Legis- 
lation, Publications, Nominations, 
Convention Program  (vice-chair- 
man), Reorganization (chairman), 
and Agency Practices (chairman). 


COMPANY EXAMINATIONS 


E HAVE recently reviewed 

the reports of examination as 
of December 31, 1942 of the follow- 
ing companies and in each case the 
report of the examiners is favorable 
to the company concerned: Conti- 
nental American Life Insurance 
Company, Wilmington, Del., Equ- 
table Life (N. Y.), Franklin Life, 
Ill., Modern Woodmen of America. 
Rock Island, Ill., National Guardian 
Life Insurance Company, Madison, 
Wis., North American Reassurance 
Company, New York. 








Income and Retirement Plans. 


| GENERAL AND DISTRICT AGENCY 


TERRITORY AVAILABLE IN 
Kentucky, Virginia, West Virginia 
and District of Columbia 


Portfolio includes all standard forms of Life and Endowment policies oo walt as 
Wholesale, Group, Salary Deduction, Government Allotment, Juvenile, Family 
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MARRIAGES, BIRTHS AND 
DEATHS 


ARRIAGES in the United 

States fell off in 1943 and will 
continue to decline until the war is 
over, according to the statisticians 
of the Metropolitan Life Insurance 
Company. They place the number of 
marriages in this country in 1942 at 
1,725,000, which represents a drop 
of 75,000 from the peak figure of 
942. A relatively heavy drop in 
marriages also occurred in Canada 
m 1943, 

“This drop in number—the first 
since 1938—which repeats the ex- 
oerience of the first World War, was 
ound to come,” the statisticians ex- 
plain, “‘for the many marriages in 
inticipation of active military service 
in the preceding years have dried up 
a large part of the well of marriage- 
able folk. Furthermore, many hun- 
dreds of thousands of men, still 
marriageable, have been shipped 
overseas. But these are the men 
who, on their return, will swell the 
tide of the marriage rate in postwar 
years.” 

Taken as a whole the American 
cities issued 4.8 per cent fewer mar- 
riage licenses in 1943 than in 1942, 
while the drop in Canada was as 
high as 14.6 per cent. 


Percentage by Sections 


The biggest decrease in marriages 
occurred in the large cities of New 
England where, for the group as a 
whole, the drop amounted to 17.6 
per cent. For the Middle Atlantic 
cities, the average decrease was 10 
per cent, and for the East North 
Central cities the decline was 11 per 
cent. And in these three regions, 
the statisticians say, all the cities of 
more than 1,000,000 persons suf- 
fered declines in the number of 
marriages—Chicago and _ Detroit, 
with declines of about 10 per cent; 
Philadelphia, 13.3 per cent; and 
New York City 6.5 per cent. On 
the other hand, Los Angeles, Calif., 
the largest city on the Pacific Coast, 
gained 13 per cent, while Sacra- 
mento, San Diego and San Fran- 
cisco, Calif., each showed a gain of 
about 20 per cent. Substantial gains 
also were reported by Atlanta, Ga., 
and the cities of Florida. 
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Canadian Data 


Among the Canadian cities, To- 
ronto, Winnipeg, Windsor and 
Hamilton experienced 20 per cent 
fewer marriages in 1943 than in 
1942. The number of marriages in 
Montreal dropped almost 8 per cent 
while in Vancouver the decline 
amounted to 14 per cent. Quebec 
was the only large Canadian city 
in which an increase in the number 
of marriages occurred. The increase 
was 6.5 per cent. 


Births 


With the record-breaking number 
of births and a relatively low death 
rate in 1943, the excess of births 
over deaths in the United States 
reached the unprecedented figure of 
1,750,000 for the year, according to 
the statisticians. This makes the 
rate of natural increase 13 per 1,000 
population, the highest in over 20 
years. 

“In the two years of war since 
Pearl Harbor, the surplus of births 
over deaths in the United States has 
exceeded 3,250,000,” say the statis- 
ticians. “It is certain, therefore, that 
our population at the end of the war 
will show a sizeable increase over 
the pre-war level. This favorable 
situation contrasts sharply with that 
in most belligerent countries. 


“The high rate of natural increase 
of the past two years cannot be ex- 
pected to continue,” warned the 
statisticians, “and the prospect for 
1944 is for a sharp curtailment. Not 
until some time after the war will 
these sharp fluctuations in the rate 
of increase disappear.” 


Death Rate 


The statisticians estimate that the 
death rate for 1943 was 10.9 per 
1,000 population, or about 5 per cent 
above 1942, the record health year. 





GENERAL AGENCY WANTED 


Successful life insurance producer with 
15 years’ experience covering agency 
and promotional sales developments 
open for general agency representa- 
tion in state of California. Highest 
financial and personal references. Box 
X2, Best’s Life News, 75 Fulton 
Street, New York 7, N. Y. (Adv.) 








The wave of respiratory infections 
that swept the country during the 
several weeks before the year end 
was relatively mild in character and 
had only a slight effect on the death 
rate for the year as a whole. 

“Although the mortality figure 
went up in 1943,” the statisticians 
report, “health conditions have been 
good on the whole. In fact, the 
year’s death rate compares favor- 
ably with that of most pre-war 
years.” 
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@ Contains data all under- 
writers should know about 
our copyrighted plan of 
compensation. Assures in- 
creased income thru Per 
formance Bonus on NET 
new business and length of 
service. Enables you to pro- 
vide for your own retire- 


ment. Direct contact with 
the company. 


Write to W. V. Woollen 
Agency Vice President 


[APITOL LIFE 
INSURANCE £0. 


CLARENCE J. DALY, Pres. 
Home Office: Denver 1, Colo. 




















INSURANCE SUITS—Continued 


C. Nothing occurring since 1890 manifests a legisla- 
tive intention that an exemption for insurance be read 
into the terms of the Sherman Act. 

D. Nor should an exemption be read into the Sher- 
man Act upon the theory that competition among insur- 
ance companies is detrimental to the public interest. 

E. Appellees’ argument that a reversal of the Su- 
preme Court’s past doctrine would nullify the present 
state regulatory systems is irrelevant and exaggerated. 
Even if insurance is commerce within the meaning of 
the Constitution, the states are not precluded from 
taxing or regulating it, and the insurance decisions 
stand legitimately for the proposition that in the absence 
of a conflicting federal law, state regulation of the in- 
dustry is appropriate. 


Appellees’ Brief Summarized 


Attorneys for the South-Eastern Underwriters Asso- 
ciation, et al., filed a 90-page brief in answer to the 
140-page brief filed by Attorney General Biddle. Fol- 
lowing is a summary of the question presented by the 
appellees : 

The sole issue here presented is a question of law. 
This issue is whether fire insurance in and of itself is 
interstate commerce within the meaning of the Sherman 
Anti-Trust Act. 

The indictment dismissed by the District Court con- 
tains two Counts. Count One charges that the defend- 
ants have engaged “in a conspiracy to fix and maintain 
arbitrary and non-competitive premium rates on fire 
insurance, * * * which conspiracy has been in restraint 
of the interstate trade and commerce described in this 
indictment in violation of section 1 of * * * the Sher- 
man Act.” Count Two charges that the defendants have 
engaged “in a conspiracy to monopolize trade and com- 
merce in fire insurance * * * in violation of section 2 
of * * * the Sherman Act.” 

The District Court’s construction of the indictment, 
namely that it charges a restraint and monopoly solely 
of commerce in fire insurance, and not a restraint and 
monopoly of fire insurance affecting other commerce, 
in violation of the Sherman Act, is of course here con- 
trolling. The Supreme Court has always considered 
itself bound on such appeals under the Criminal Appeals 
Act by the lower court’s construction of the indictment. 

The issue raised by the indictment, namely whether 
fire insurance is, in and of itself, interstate commerce 
within the meaning of the Sherman Act, is thus much 
narrower than the two issues now attempted to be 
raised in the Government’s brief. The indictment no- 
where puts in issue the broad question of whether Con- 
gress could on any theory regulate fire insurance. The 
issue is not what Congress could do but what it has done. 

The indictment as construed by the District Court 
nowhere puts in issue the broad question of whether 
the Sherman Act could on any theory apply to fire in- 
surance. It charges that fire insurance is, in and of 
itself, interstate commerce within the meaning of the 
Sherman Act and thus subject to that Act—not whether 
fire insurance could possibly be reached by the Act on 
some unspecified theory that it burdens or restrains 
other activities that are commerce. 
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Argument of Appellees 


Defendants respectfully submit that fire insurance, in 
and of itself, is not interstate commerce within the 
meaning of the Sherman Act and in support of the 
dismissal of the indictment, that: 


1. This Court should not repudiate its uniform deci- 
sions of the past 75 years that fire insurance is not 
commerce. 2. Congress has accepted and approved thie 
Supreme Court decisions that fire insurance is not com- 
merce. 3. The States have curtailed competition in fire 
insurance in reliance upon the Supreme Court decisions 
that fire insurance is not commerce. 4. This Court 
will unsettle the law applicable to fire insurance and 
expose defendants to retroactive criminal penalties if it 
now holds that fire insurance is commerce. 5. The 
power of Congress to regulate fire insurance is not here 
at issue. 


Conclusion of Appellees 


Fire insurance must, necessarily, be regulated. This 
regulation, however, whether state or federal, must take 
a cooperative rather than a competitive form. The ex- 
perience of the states and the economies of the business 
teach us that this is imperative. 

If the federal government is now to supersede the 
states in the regulation of fire insurance, as the govern- 
ment would seem to desire, we submit that such revolu- 
tionary action should be taken by Congress. A legisla- 
tive body alone can study the operations of the business, 
and adapt the legislative provisions accordingly. A 
judicial order blindly subjecting fire insurance to a rigid 
competitive standard would make bad law and worse 
economics—creating enormously greater problems and 
giving rise to far greater evils than any sought thereby 
to be solved. 

The order of the District Court dismissing the in- 
dictment herein should be affirmed. 


Additional Briefs Filed 


The S.E.U.A. case was considered of such vital in- 
terest and importance to the several states that Virginia 
filed a separate brief and 34 other states filed a joint 
brief as amici curiae, requesting that the decision of the 
lower court be affirmed. The argument may be sum- 
marized as follows: 


1. The Supreme Court for a period of seventy-five 
years has repeatedly held that the business of fire in- 
surance is not commerce, either intra-state or interstate. 
2. Based on this holding, there developed and row 
exists an adequate regulation of the business of fire in- 
surance by the several states. 3. To now rule that the 
business of fire insurance is interstate commerce would 
automatically bring the business under laws enacted 
pursuant to the commerce clause of the Constitution, 
which Congress did not intend and, in consequence, 
were not adopted for that purpose, and would produce 
chaos in the field, substituting this chaotic condition for 
the present effective method of state regulation. 4. “Ihe 
object of state regulation is to provide solvent insurance 
at reasonable, fair and non-discriminatory rates based 
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Tom, Dick 
and Harry 


Just as the horse and buggy gave way before the on-sweeping 
motor car so have “old selling methods” given way to Minnesota 
Mutual’s streamlined Organized Selling Plan. Let us tell you about 
it in addition to many other facts about this 


Quarter Billion Dollar Mutual Company, 63 years 
old, with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


SAINT PAUL 1, MINNESOTA 








upon the measure of the hazard assumed. Unrestricted 
competition in the field of fire insurance will not be in 
the interests of the public, the states or the federal gov- 
ernment. 5. This situation presents a perfect case for 
application of the rule of stare decisis. 

This brief was filed on behalf of the states of 
Alabama, Arizona, Arkansas, Colorado, Connecticut, 
Delaware, Florida, Georgia, Indiana, Iowa, Kansas, 
Kentucky, Louisiana, Maine, Maryland, Minnesota, 
Mississippi, Nebraska, Nevada, New Hampshire, New 
Jersey, New Mexico, New York, North Dakota, Ohio, 
Oregon, Pennsylvania, South Dakota, Tennessee, Utah, 
Vermont, Washington, Wisconsin and West Virginia. 


State Regulation 


T. Grady Head, attorney general of Georgia, filed the 
following statement with the Supreme Court : 

“The South-Eastern Underwriters Association was 
organized in the state of Georgia in 1882, for the pur- 
pose of determining fair and equitable rates for fire 
insurance based upon the measure of the hazard as- 
sumed. It and its member companies have operated 
continuously in accordance with our laws, one of which 
was adopted in 1891—Section 56-219 et seq., Ga. Code 
Ann. A comparison of this law with the Sherman Act 
is i: ited.” 

lt is interesting to compare a state statute providing 
for a rating bureau to promulgate reasonable and non- 
discriminatory premium rates with the Sherman Act 
which we quoted at the beginning of this article. It is 
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obvious that when the two are read together that they 
are mutually inconsistent. 


West Virginia Statute 


“Every fire insurance company or other insurer au- 
thorized to effect insurance against the risk of loss or 
damage by fire in this state shall maintain or be a mem- 
ber of a rating bureau. 

“In the event that any rating bureau should desire 
to make a change in its established schedules, rules, 
regulations, contracts or agreements, it shall submit 
such proposed change in writing to the insurance com- 
missioner and the commissioner shall thereupon order 
a hearing not earlier than twenty days thereafter, which 
hearing may be attended by any persons whose interests 
may be affected by such proposed change. At the con- 
clusion of such hearing, the commissioner shall enter 
an order showing his finding in the premises * * *. 
The commissioner may compel obedience to his lawful 
orders * © *, 

“Any deviation of any company or insurer from the 
schedule of rates established and maintained by the 
bureau which it maintains or of which it is a member, 
shall be uniform in its application to all of the risks in 
the class for which the variation is made and no such 
uniform deviation shall be made unless notice thereof 
shall be filed with the bureau of which the insurer is a 
member and th¢ insurance commissioner.” Code of 
W. Va. 1931, as amended, Ch. 33, Art. 4, Secs. 11, 14 
and 18. 
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To WILLIAM MONTGOMERY 


President, Acacia Mutual Life Insurance Company 


HERE [S THE FIFTIETH PAGE 
IN THE BOOK OF YOUR 
YEARLY ACCOMPLISHMENT 
FOR ACACIA 
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How to Handle People—Continued 

Making it rich, and like a lily in 
bloom, 

An Angel writing in a book of gold: 

Exceeding peace had made Ben 
Adhem bold, 

And to the Presence in the room he 
said, 

‘What writest thou?’ The Vision 
raised its head, 

And with a look made of all sweet 
accord 

Answered, ‘The names of those who 
love the Lord.’ 


‘And is mine one?’ said Abou. ‘Nay, 
not so,’ 

Replied the Angel. Abou spoke more 
low, 

But cheerily still; and said, ‘I pray 
thee, then, 

Write me as one that loves his fel- 
low-men.’ 


The Angel wrote, and vanished. The 
next night 

It came again with a great wakening 
light, 

And showed the names whom love 


BUILDING 


Building a business or building a company is 


an extension of the principle of building men. 


The progress of the individual is a factor in the 


progress of the company he represents. With the 


Washington National it is a fundamental that 


promotions are made within the ranks. The men 


who carry the Washington National rate-book 


know that their success and advancement will 


be measured only by their ability and perform- 


ance. 
Washington National! 


There are no ceilings on progress in the 


WASHINGTON NATIONAL INSURANCE CO. 
CHICAGO 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman 


G. R. KENDALL, President 


J. F. RAMEY, Executive Vice President and Secretary 
CURTIS P. KENDALL, Executive Vice President 


Do Your Bit to Help Preserve Insurance As a Free Enterprise 
Join the Insurance Economics Society of America 
176 W. Adams St., Chicago 


of God had blessed, 
And, lo! Ben Adhem’s name led all 
the rest!” 


Get Down to Business 


In the technique of handling peo- 
ple there are three practical sugges- 
tions I wish to make. The first is 
that you get down to _ business 
promptly and go immediately to the 
important points you wish to make. 
If there is one criticism above all 
others, that the American life insur- 
ance agent deserves, it is that he 
beats around the bush too much, 
that he palavers, is vague, discursive 
and even boring. On one occasion an 
obscure Congressman asked Wood- 
row Wilson why the President had 
granted him so many favors, where- 
as many distinguished men com- 
plained they were usually denied 
their requests. President Wilson 
answered, “It is because you go im- 
mediately to the point, whereas they 
flounder around and waste my time.” 
And then President Wilson added, 
philosophically, “It is remarkable 
how much business can be transacted 
in five minutes if you only get down 
to business.” 

I had heard this story and on two 
important occasions I made good 
use of the lesson it contained. The 
first time I used this principle was 
when a man called me on the tele- 
phone—a man I had never even 
heard of, and said, “I want to buy 
a million dollars of life insurance— 
what do I have to do to get it?” 
Now you know what a temptation 
that was to “‘go elaborate”—to begin 
talking and sputtering. I thought 
the fellow might be kidding, but in 
a flash I decided to take him seri- 
ously, and to go right to the point. 
He had asked what he had to do to 
buy a million dollars of life insur- 
ance and I quietly and simply «n- 
swered him as follows: “You have 
to come to my office and be exam- 
ined by two doctors. If you will 
come immediately I will have the 
doctors ready for you.” He said it 
would be an hour before he could 
get there, and I told him to come 
ahead and I would have the doctors 
waiting. He came promptly, the doc- 
tors examined him, and I eventually 
delivered to him policies for $2,- 
400,000 of life insurance, which ! 
placed in 23 companies besides my 
own. Woodrow Wilson was correct. 
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You can transact a lot of business in 
five minutes, if you will only get 
down to business. 


[he second occasion when I used 
this lesson was when I was commis- 
sioned by a firm of Eastern bankers 
to build up the volume of business 
of a concern in which they owned 
control, The Orange Crush Com- 
pany. Its product is a very splendid 
soit drink. I wanted to get the A. & 
P. stores to handle the beverage. To 
do so, it was necessary to get the 
approval of the generalissimo of 
their buying staff in New York City, 
a man whose O. K. meant possible 
open sesame to 16,000 retail out- 
lets. I arranged for an eight minute 
interview with this great buying 
general, on a Thursday afternoon. 
It was I, not he, who fixed the limit 
if eight minutes for the interview. 
At the appointed time I marched 
past an army of salesmen with 
samples and portfolios waiting in a 
large outer office to see the great 
man whose word was law in 16,000 
stores. I carried nothing except a 
copy of The Saturday Evening Post, 
that day’s issue. This is what I said, 
“You are interested in just two 
things about Orange Crush—first, is 
it a good product, second, will it 
sell.” “Do you remember when ripe 
olives were killing folks all over the 
United States?” I asked. “Yes,” he 
answered, “‘But what does that have 
to do with Orange Crush?” “Well,” 
[ answered, ‘““The California Fruit 
Growers Association had to call in 
the ablest food chemist in America 
to save the olive industry, by eradi- 
cating the mysterious poison. They 
called in Dr. W. Dale Bost. He did 
the job for olives, and he now de- 
votes all of his time supervising the 
making of Orange Crush. It that 
not enough to assure you of its 
quality?” “Indeed it is,” he an- 
swered. I then whipped open the 
Saturday Evening Post to a full 
page ad I had induced the directors 
to run as the first of a series on 
Orange Crush. “Won’t this make it 
sell?” I asked. “You can’t beat that,” 
he answered, “for creating consumer 
demand on a national scale.” I quit 
talking and looked him in the eye. 
I had hit the bulls-eye with the only 
two points that were necessary to 
sell him. At once he said, “I will 
immediately get out a bulletin to all 
our buyers approving and recom- 
mending Orange Crush. Here is a 
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DISTINCTIVE company!” 


That's what you'll hear wherever Pacific Mutual field 
representatives get together. It’s an apt description, 
for Pacific Mutual has many features of distinction. 
Foremost, perhaps, from the fieldman’s point of 
view is the completeness of Pacific Mutual protections. 
Pacific Mutual underwriters have at their disposal 
unsurpassed basic coverages — Life, Accident and 
Sickness (including the famous combination plan 
that “pays 5 ways”); a full range of those Comple- 
mentary Coverages essential to comprehensive estate 
programming; a practical line of Retirement and 
Annuity Plans; and the most modern of Group 


Insurance facilities. 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


(A CALIFORNIA CORPORATION) 
HOME OFFICE, LOS ANGELES, CALIFORNIA 


b 
Z 


LIFE-ACCIDENT 
HEALTH - ANNUITIES 
GROUP INSURANCE 


PACIFIC MUTUAL..-A DISTINCTIVE COMPany> Featuring the New 


list of them. Have your people 
contact them and we will do lots of 
business together.” And we did, but 
I had used only 6 of my 8 minutes. 
That was all I needed to make 
16,000 stores potential buyers of my 
product. 

Be brief and hit the bullseye is my 
suggestion number one for handling 
people. 


Avoid Misunderstandings 


My second suggestion on how to 
handle people is to make perfectly 
clear the ideas you wish to transmit. 
Some people do this by clothing their 
thoughts in simple words, in plain 
language. Some accomplish clarity 
by speaking slowly ; but, beyond the 


and Unusual Savings 
Plan that Pays 


5 Ways 


method of expression there must 
first be an elimination of confusion 
in the salesman’s own mind. He 
must first clarify his own thinking 
before he can make clear his thoughts 
to others. One of the best methods 
of attaining clear transmission of 
ideas is by the use of pointed illus- 
trations or stories that throw light 
on the ideas being expressed. It was 
by the use of simple illustrations, or 
parables, that Jesus was able to 
transmit to the people of his own, 
as well as to all later generations, 
an understanding of the profound 
doctrines of Christianity. . 

I remember back in New York 
one of America’s greatest bankers, 
Percy Johnston, Chairman of the 

(Continued on the next page) 
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Board of the Chemical National 
Bank, once told me that he fre- 
quently used humorous stories to 
illustrate his serious ideas. He said 
that only a short while before a 
committee of life insurance execu- 
tives called on him with a request 
that he sign a petition to the New 
York Legislature to amend the law 
so that insurance companies might 
compete with banks in _ lending 
money in the call loan market in 
Wall Street. Mr. Johnston listened 
patiently while they argued that this 
would help the insurance companies, 
and it would not harm the banks. 


Mr. Johnston did not share this 
view. So he told the committee that 
their assurance that their proposition 
would not harm the banks reminded 
him of the negro fisherman down in 
Kentucky who got a strong bite from 
a catfish, and as he was pulling the 
fish out of the water he said to the 
fish, “Catfish, come on up out of 
dat water; I ain’t gwine to harm 
you—I ain’t gwine to do nothing 
to you—’cept gut you!” 

The life insurance man will do 
well to stock up with a store of 
potent motivating stories that illus- 
trate clearly the value of life insur- 
ance. Nothing will so greatly aid in 
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Their arms include the sale 
of new life insurance and war bonds, the 
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weapons all for furthering the Cause of 
Freedom and perpetuating the Democratic 
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clarifying the subject like a good 
motivating story. Vincent Coffin 
used to say that when an interview 
seems to be going on the rocks, you 
can save it by telling a motivating 
story. 

One of the best motivating stories 
that has come to my attention illus- 
trates the practical desirability of an 
old age income policy. The narrator 
said that his grandparents main- 
tained the old-fashioned custom of 
setting the dining table with the 
plates face down. Finally the grand- 
father died, but each morning as the 
grandmother came down to break- 
fast and turned up her plate, she 
found a $5.00 bill under her plate. 
This occurred every morning as 
long as she lived—$5.00, under 
Grandma’s plate; to do what she 
pleased with it ; to spend it for what- 
ever she wanted. Now doesn’t that 
sound plainer than to speak of a 
survivorship annuity of $150.00 a 
month ? Or an old age income, or an 
retirement income? Anybody can 
clearly see the alluring, practical 
meaning of a $5.00 bill under your 
breakfast plate every morning, no 
matter how long you may live. 


Strategy 


A third suggestion on the art of 
handling people relates to the use 
of honorable and legitimate strategy 
in winning people to do your bid- 
ding. By strategy, I do not imply 
trickery or sharp practice, or even 
shrewdness ; by strategy, I mean the 
use of intelligence in guiding men’s 
actions along the honorable path- 
ways you would have them go. Let 
me give you a few illustrations. 

A ranking officer of a great life 
insurance company had called to- 
gether the twelve leading general 
agents of his company, to induce 
them to adopt a uniform agent’s con- 
tract. He knew full well that many 
of them opposed the idea—some very 
strongly. It was a sullen gathering 
he faced, for they were expecting 
him to present a contract he had 
already prepared for their accept- 
ance. He knew, and they knew that 
he had the authority to do s0. 
“Gentlemen,” he blandly said, “I 
am sure we all want to operate our 
sales force with a uniform contract 
because it is not equitable to pay 
different men different commissions 
for selling the same policies. But the 
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good @ terms of such a contract require a 
offin lot of consideration. I do not have 
view ny particular contract to suggest, 
you @ but | have copies of the contracts of oe 
iting J all our leading competitors. | sug- 


gest that you build your own uni- o 
ories | form contract, paragraph by para- We didnt'doea whale of a 
lus- § graph, by a comparison with the 
fan contracts of our competitors. Our lot bellex ° 43 the ° 42 BUT 
‘ator actuary is here to advise with you Unt Cd Ss 


Jain- @ i regard to commissions, our’ at- 


n of @ torney is present to assist you with t / 
the @ legal problems, and I am here to OY » @ 


and- advise you on any other points on 


s the @ which you may wish my advice. I 
eak- § make only one request of you—that Caz Gs~ e ‘ e 
she when you have completed your uni- 


late. M form contract, you be unanimous in . : . : a 
vour willingness to defend it before {pm s a sort of back-handed way of telling you that 1942 was 


11 - as i ssal year for Stand MB sc 945 5 
nder @ all the other general agents.” In two a super-colossal year for Standard Life and that 1943 was 


she days a job that had been postponed even better. High records established ina particular year are often 
shat- for eighty years was finished, and hard to surpass—but Standard Life did it in *43. Take a look at 
that [es eiiiee acnk Gaek. tie smiling. the record of Standard Life and you ll see that here 8 a company 
of a @ Here was used one of the simplest that has the “know how” when it comes to life insurance. In the 


i . last two years there has been a... 
0 a but most effective strategems in : ) 


ran @ getting along with people—abandon- 
Cs ing the use of authority and substi- 
can eee pi Pacey apres GAIN OF INSURANCE IN FORCE GAIN IN PAID-IN CAPITAL 

tical tuting therefor the freedom of men cain 

your § whose sense of fairness had been ap- 194 1—$16,147,7 18 1941— $303,815 
_ no @ pealed to. In Government, we speak 1942— 21,827,573 1942— 341,217 


of this as the democratic method, as 1943— 26,734,136 1943— 381,246 
contrasted with the autocratic sys- | , 
tem employed by dictatorships. OVER INCREASE im SALES IN BOTH 
The president of a large corpora- az, y emai epciage 
‘t of tion found it nece ary to di ‘he andl 1941— $957,160 2507, SSSt— 05,859,088 
SSi scharge 0 ” 4" 
use an important branch manager, be- 1942— 1,242,446 1942— 7,147,676 
itegy cause his record had not measured 1943— 1,654,967 1943— 7,589,599 
bid- up to expectations. He called him 1944— ?* 
into the head office and in the calm- : ' 
est. most friendly way, went over GAIN IN SURPLUS * During 1944 the amount of insurance 


- : a written will be decreased to better provide 
: the figures with the branch man- 194 1— $128,375 for expected increased war mortalities. 
ens @ ager. He then asked the branch 1942— 150,699 , my eerpeedinn ony’ daa eee 
yath- ad ‘ Mee ; 2 2 or last year was 65% 
I manager to exchange seats with 1943— 183,086 greater than 1941. - Atiy e 
€t @ him, and while the branch manager RO ee i a 
Was sitting in the President’s chair, | GENERAL AGENCIES OPEN IN Florida, Illinois, Indiana, Kentucky, Louisiana, Michigan, Texas, West Virginia 
the president said, “For the moment 
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How to Handle People—Continued 

dollars worth of real estate in and 
around New York City. I once had 
the privilege of hearing Mr. Day tell 
how he sold Judge Gary, then 
Chairman of the United States 
Steel Corporation, for several mil- 
lion dollars, the building in which 
the Steel Corporation was founded. 
Mr. Day opened the sales talk by 
inviting Judge Gary to be his guest 
at a World Series baseball game. 
Judge Gary declined. “Oh,” said 
Mr. Day, “you evidently never 
played baseball as a boy or you 


wouldn’t turn down an invitation to 
a World Series game. But, I did. 
Just look at my baseball finger.” 
Here Mr. Day displayed a finger he 
had broken playing baseball. “Who 
said I never played baseball,” chimed 
in Judge Gary, raising an even more 
crooked baseball finger than Day’s. 
The two baseball fingers were duly 
compared, and a community of in- 
terest was created. Of course, Mr. 
Day knew the old Judge had a 
baseball finger, otherwise he would 
never have brought up the subject 
of baseball. Day also knew that 
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are working in the United States — 
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between the ages of 18 and 64. 


That is one reason why we have 


made available for our representa- 


tives, “Questions for a Woman with 
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It is designed to interest women and 


to make them conscious of the im- 
portant part that life insurance can 


play in their financial plans. 
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Judge Gary was a sentimental Irish- 
man ; and, he further knew that the 
executive committee of the Steel 
Corporation, composed of younver 





































































men than Judge Gary, had practi- HA\ 
cally decided to buy another build- ora 
ing for the Corporation’s headquar-  jy-se u 
ters. ‘V 
“Judge,” said Mr. Day, “I want § ee 
to sell you this building for X mil- By... e¢, 
lion dollars.” “No,” said Judge § .... ce}, 
Gary, “Our committee has another 9)... cay 
building in mind.” Mr. Day imme- bu sf 
diately shifted the subject. “Judge,” Bg -nct ¢ 
he said, “I’m sure the story of the §, spp 
founding of the United States Steel Jo, you 
Corporation is an interesting one. 9 yo uid ; 
Won't you tell it to me?” Judge “We 
Gary thereupon went into the long a ae 
story. He said that J. P. Morgan “But 
called the meeting together. Mr. 9... yy, 
Frick and Mr. Schwab and Judge 9... g, 
Gary were among the founders 9) yy. , 
present. was pl 
“And were any members of your “Gor 
present executive committee at J jhat 
that founders’ meeting?”  inno- And 
cently asked Mr. Day. “Oh, no,” re- superc 
plied Judge Gary, “they were all §e, uitit; 
too young.” “And where was that protect 
founders’ meeting held, Judge Mater 
Gary?” naively asked Day. “Right Bem 
here in this building—in this very strong 
office, in fact,” replied Judge Gary. a wi 
“Then you must have a lot of senti- § ine 
mental memories attached to this ¢,. i, 
building I’m trying to sell you that Thi 
the young men don’t share,” said i i ocese 
Day. Day then walked over to the J oon 
window and stood silently looking §;...,,. 
out over the great teeming city of Bont. 
New York, leaving Judge Gary to Bin.: ¢ 
his reveries. For many minutes, Mr. 9}, 556 
Day stood quietly by the window. § ond 
It was not he who broke the heavy § |...) 
silence, it was the famous old Irish- 9... 





man. “Day,” he shouted, “I’m not 
going to let a lot of young sprouts 
move me out of this building. We'll 
buy this building.” That was a noble 
finesse, a superb strategem by one 
of the world’s master salesmen. 
Finally, the greatest of all atiri- 
butes in handling people is to in- 
spire and deserve their confidence. 
That can be accomplished in no bet- 
ter way than by observing the advice 
which Polonius gave to his son: 
“This above all, to thine own self 















be true 

And it must follow as the night the 
day 

Thou cans’t not then be false to any 
man.” 
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HAVE plenty of life insurance 

or a man of my circumstances in 
these unusual times~”’ 

‘Yes, Mr. Prospect, in these 

es there are plenty of casualties 

h economical and physical. Take 
yourself for instance ; you can always 
take care of yourself economically— 

if you were disabled say by a 
reet car or a bus,—and you had 
ypportunity to settle out of court, 
you tell me about how much you 

ild accept as proper indemnity ?” 

“Well, I might settle for $100,000, 

+__ 1”? 

“But, Mr. Prospect, you are ask- 
ing Mrs. Prospect in the event of 
rour death to accept only $10,000!” 
(The amount the prospect thought 
was plenty.) 

“Good Lord man, when you put 
it that way—!” 

\nd so it goes. Men are rarely 
supercharged with a fiery ambition 
to utilize the only medium known to 
protect themselves or their families. 
Nature somehow did not provide 
them with a _ vision sufficiently 
strong to perceive their own disabil- 
ity with no income for themselves, 
or their own death with no provision 
for their family. 

This sort of sales resistance is not 
necessarily selfishness,—but there 
seems to be something about life 
insurance, that greatest of all invest- 
ments for a man and his family, 
that creates in our prospect’s mind 
a fog of procrastination, misunder- 
standing, and what not, so that he 
usually requires the familiar shoving 
around before he buys. 


Comes A Prospect 


By GRAHAM G. THACKWELL, 
Massachusetts Mutual Life— 
Pershing Square Agency 


The foregoing catch-phrase that I 
frequently use in opening or closing 
(it doesn’t matter which) is not in 
itself a thunderbolt of protection in 
hypnotizing the prospect into action. 
It is not that magic something we 
have been looking for. It is just one 
good illustration of a big variety of 
verbal bludgeons one must use to 
awaken the prospect to just what 
time of day it is—economically. 


A Dead Prospect 


One of my prospects (just as I 
was about to sell him of course) 
recently dropped dead. He “in- 
tended” to buy, but one darn thing 
or another kept his mind in a fog and 
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prevented him from taking action. 
If I had been a better salesman I 
would have gotten his name on the 
dotted line! Don’t think he couldn’t 
have passed either because recent 
examinations pronounced him 100% ! 

Well, the fact that he died didn’t 
help anyone, but it convinced me 
that we don’t talk the right lan- 
guage. We don’t understand the 
right things to say so the prospect 
will act,—at least I don’t! Most 
sales talks you hear and read in the 
services and trade papers are cer- 
tainly shining examples of the 
mediocrity that permeates the life 
insurance business still, and you 
don’t wonder that a prospect goes 
berserk while you are trying to sell 
him. 

When our attempts to get a pros- 
pect to do a very obvious thing— 
the most important financial thing 
he can do—are met with such idiotic 
resistance,—then it seems to me 
that we haven’t much more than 
scratched the surface of what we 
should know of the psychology of 
selling, and how best to express our- 
selves with the few words of English 
that each of us knows. 

If we must, let’s make hard work 
of it, let’s make it a real profession 
and let’s not wish for the prospect 
to become suddenly enlightened of 
his own accord and call us on the 
phone for an appointment to be ex- 
amined, and then come to our office 
and sign an app for just what he 
needs—for when that day comes, 
brother underwriters, you'll all be 
up the creek without a paddle! 
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growth and prosperity throughout 
this period. 

There are some who believe that 
state supervision has been lax or in- 
sufficient and that federal regulation 
is therefore necessary. The case for 
federal regulation has been espoused 
in Congress for several years, but 
nothing has come of it. Meanwhile, 
it would seem sensible for all con- 
cerned, including those who are fed- 
erally inclined, to lend their efforts 
to improve upon and strengthen the 
existing state system. In this respect, 
insurance departments should be sup- 
ported and encouraged in their ef- 
forts to obtain capable men as actu- 
aries, auditors and examiners. 


Insurance Anti-trust Bill 


Now pending in Congress is a bill 
to exempt insurance from the Sher- 
man and Clayton Anti-trust Acts. 
This bill is the outgrowth of the Jus- 
tice Department’s anti-trust suit 
against the Southeastern (Fire) 
Underwriters’ Association. 

On a strict interpretation, the bill 
does not purport to cover the broad 
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question of supervision of insurance 
and, so far as is known, life insw 
ance companies have not participate: 
in the hearings on the proposed legis 
lation. 


Supreme Court Cases 


arly in the new year, the Unite 
States Supreme Court is expecte: 
hear arguments in two cases of 
interest to life insurance. The 
one to be heard is that of the Polis! 
National Alliance vs. National Labor 
Relations Board. This case is b 
the High Court on a writ of certi 
rari seeking review of a decisio 
the Circuit Court of Appeals (7t 
Circuit ) holding in substance that th 
activities of the company in carrying 
on its insurance business constitut 
interstate commerce, and subject the 
company to the provisions of the Na- 
tional Labor Reeulations Act and 
the Fede ral i 
thereto. 

The second case to be heard | 
the Supreme Court is the Gover 
ment’s appeal in the Southeastet 
Underwriters’ case, in which the 
Federal District Court at Atlanta, 
Georgia, upheld the contention of 
the Underwriters that insurance 
not commerce and therefore is ex- 
empt from the Federal Anti-trust 
Acts. 


regulations in respect 


Merger of Life Associations 


Outline of a plan proposing t 
combine and expand the work oi 
the Association of Life Insurance 
Presidents and the American Lil 
Convention was announced follov 
ing separate meetings in New Yor! 
early in December. No action ot 
the recommendation of the two « 
mittees appointed to work out 
suggest a plan for unification 
be taken until all of the life insura- 
ance companies involved have | 
an opportunity to study the plan. 

The committees referred to rec 
mended a unified organization 11 
der to eliminate duplication of som 
of the work now conducted by hot! 
organizations. It was proposed 
the American Life Conventio1 
made the over-all organization, whil 
most of the functions now performe: 
by the Association of Life Insw 
ance Presidents would be conti 
under the direction of an enlat 
executive 


committee of the mai 
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hody. The staffs of the two organi- 
zations would be retained under the 
(he American Institute of Actu- 
‘s and the Actuarial Society of 
erica also have under discussion 
advisability of a merger, as such 
mbership is common in the major- 
if cases. 


Field Operations 


Progress was made during the 

r on studies of revised compensa- 
plans for agents. Among the 
lies was one made by the Joint 
nmittee of the Sales Research 
Bureau and the National Association 
| Life Underwriters. No final re- 

t is expected for some time. 

lhe primary objective of a change 
n compensation plans is to increase 

stabilize the earnings of the 
went. Lowering of the initial com- 
missions and increasing those of suc- 
ceeding years is generally favored. 
There is considerable support for a 
provision that will reward the agent 
who builds quality business, also for 
prohibiting the payment of rever- 
sions on the business of departed 
agents. Of much interest was the 
hberalization of section 213 of the 
New York law, the primary purpose 
of which was to allow the companies 
an Opportunity to work out salaried 
methods of compensation. 

Late in the year, the Joint Com- 
mittee on Field Co-operation pre- 
sented a survey containing many val- 
uable suggestions of practical assist- 
ance to the agents. The survey con- 
sisted of such topics as plans for 
wartime selling, training activities, 
recruiting, improving public relations 
and wartime service to policyholders. 


Trends and Trials 


Two years of war have passed 
with economic changes that have 
resulted in gains for some of the 
ople and losses for others. It is 

ssible now to look ahead and eval- 
ate the influences affecting life in- 
irance. 

It is perhaps true that no major 
usiness or industry has withstood 
the impacts of war, science and de- 
pression on America’s social and 
economic structure as well as has 
life insurance. This has happened 
because of the solid foundation on 
which life insurance has been built, 
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rather than as the result of good 
fortune. Throughout its history, it 
has operated on sound, conservative 
principles and practices. 

The management of life insur- 
ance companies has recognized that 
great changes in American life have 
taken place and has made adjust- 
ments whenever necessary to meet 
the new conditions. The problems of 
the future may become more com- 
plex, and, if so, management must be 
prepared to meet them. 

There are many signs to indicate 
that sales of life insurance will con- 
tinue to be heavy for some time. 
The people simply believe in life in- 
surance, more so than ever before. 





Production in 1944 is expected to 
go up another billion or two. No 
let-up in sales is foreseeable for the 
post-war period. 

Fulfillment of the hopes of a 
bright future for life insurance is 
dependent mainly upon the retention 


of our established system of free 
enterprise and our way of life. All 
those interested in the future of life 
insurance should be alert to meet 
and challenge any attempt to under- 
mine the peoples’ liberties and insti- 
tutions. The situation calls for 
straight, constructive thinking and 
strong, courageous leadership and 
action. It is not too late or too early 
to act. 
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Something New 
Has Been Added 


War has brought about 
many changes—many new de- 
velopments—and many new 
inventions, which will revolu- 
tionize our lives and methods 


of doing things. 


Atlantic’s New 


Agents’ 
Compensation Plan, which in- 
cludes salary and incentive 
commissions, is geared to 
these changing conditions, 
and proving to be a successful 
plan for our field represen- 
tatives. 


Agency opportunities avail- 
able in Virginia, North Caro- 
lina, South Carolina, Mary- 
land, District of Columbia, 
Tennessee and Texas. 


xp 


COMPANY 





VIRGINIA 


WAR CLAUSE CONTROVERSY—Continued 
in writing this type of insurance to exercise good undler- 
writing judgment and therefore has not insured the | ives 
of members of the United States Navy, United States 
Marines, pilots or aviators in the Air Force, members oj 
the Tank Corps, or members of the Aerial Gunners oi 
the United States Services and that the company has 
endeavored to write life insurance upon two members 
of the United States Army stationed in the continental 
limits of the United States for each insured member oj 
such forces on duty outside the continental limits of the 
United States ; that at all times the company has set up 
in its annual statement to the Board of Insurance Com- 
missioners reserves, upon policies written by it and out- 
standing, strictly upon the reserve basis set out in the 
forms and policies issued and approved by the Board 
and in accordance with the statutes of the state of 
Texas. 
Examination Reports 


The company’s petition also states: that since Decem- 
ber 7, 1941 the company has been examined by the 
Texas Insurance Department, in January 1942 and in 
June 1943, and that at neither time did the examiners 
make any complaint or objection to the reserve basis 
used by the company or the amount of reserves set up, 
nor was any objection made to the absence of a “war 
clause” in the policies outstanding, nor did the Board, 
upon considering the two reports of examination, make 
any demand, complaint or objection with reference to 
the rates of premium charged or the reserves set up; 
that the mortality experience of the company during 
the more than two years time elapsed since December 7, 
1941 has been approximately 51% of the expected 
mortality under the American Experience Tables oi 
Mortality ; that the Constitution and statutes of the state 
of Texas do not authorize the Board of Insurance 
Commissioners to prescribe or promulgate the premium 
rates on which life insurance shall be written in the 
state of Texas and that the Board’s order “‘is arbitrary, 
discriminatory, confiscatory, oppressive * * *”’; that 
other life insurance companies have written life insur- 
ance without a war clause and without provision for an 
extra premium upon the lives of persons who have since 
entered into and are now members of the armed forces 
of the United States, and that this order does not direct 
or compel such insurance companies to set up extra or 
excess reserves upon the policies so written ; that Article 
4688 of the Revised Statutes of Texas authorizes the 
computation of reserves upon life insurance policies in 
accordance with rules laid down in said article and ‘hat 
said rules and statutes are mandatory upon the Board 
and that the order of said Board is contrary to and 
violates such rules and that the Board has no powe: or 
authority under any statute to promulgate or to enfcrce 
this order ; that the company has no adequate statuory 
or common law remedy and that “unless the arbitrary 
and capricious action of the respondents is restraied. 
the enforcement of said order will result in the impuir- 
ment of the capital of your petitioner and subject i to 
enormous monetary loss and damage * * *”, As a 
further step to conserve its assets, the company informed 
the Board on December 17th that a directors’ meeting on 
December 16th resolved that no dividends would be paid 
by the company to policyholders or stockholders, «nd 
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at no extra-ordinary expenses or executive salary in- 
-reases would be incurred until the cessation of hos- 

ities in the present war. 

The Attorney General of the state of Texas has filed 

answer to the petition of the company but as of this 

iting no date has been set for a hearing to decide 

is controversy on its merits. 


No Conspiracy Indicated 


There seems to be a feeling in certain Texas quarters 
that the action of the Board of Insurance Commission- 
ers requiring extra reserves on this type of business is 
a part of a “conspiracy” of certain other insurance com- 
panies to prevent the Texas companies from continuing 
to write insurance on service personnel without a war 
clause. We have heard of no such “conspiracy” and we 
do not believe that any concerted move to this end has 
been made, nor do we believe that any such implication 
can be read into the action of the Board in ordering the 
extra reserves set up. We feel that the Board, after 
due consideration and investigation, has come to the 
conclusion, as the minutes indicate, that this type of 
underwriting is dangerous and that an additional reserve 
should be set up and that they would still hold their 
action to be proper even though it were necessary for 
stockholders to contribute additional funds to the com- 
panies concerned if this extra reserve could not be set up 
without impairing the capital funds. 

In contending that the Board’s order is discrimina- 
tory, the Guardian states that many other insurance 
companies have written life insurance without a war 
clause and without provision for an extra premium upon 
the lives of persons who have since entered into and 
are now members of the armed forces of the United 
States, and that this order does not direct or compel 
such companies to set up extra reserves upon the policies 
so written. In this respect it is obvious that these com- 
panies could not anticipate the war nor which of their 
older members might eventually be drawn into the armed 
services. Nevertheless, many life insurance companies 
have set up extra war hazard mortality reserves as may 
be ascertained by consulting the financial statements of 
the different companies. No doubt they estimated the 
number of their insureds who were in the services and 
arrived at an approximate extra reserve for contin- 
gencies, setting this up in liabilities. 


Mortality Rate Unpredictable 


Obviously this controversy deals with intangibles ; the 
company cannot, nor can any man, accurately forecast 
the mortality rate that it will experience on this type 
of business and yet the Board of Insurance Commis- 
sioners, under the Texas statutes, is obligated to consider 
matters dealing with solvency of Texas companies and 
the means by which companies under its supervision 
‘ tain a sound status. If a company with 22,500 policy- 

holders, insured for $1,000 each, suffers a 10%, 5% or 
1% death rate, it takes no mathematical genius to de- 
termine just how much will be necessary to pay these 
claims. On the other hand, it is impossible to tell just 
what such rate will be but this does not remove the 
obligation of the Board of Insurance Commissioners 
to make reasonable provision for possible excess losses. 
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COLUMBIAN NATIONAL 


LIFE INSURANCE COMPANY 
OF 
BOSTON, MASSACHUSETTS 


offers to its fieldmen 
a line of complete personal 
coverage including: 


ACCIDENT & HEALTH 
HOSPITALIZATION 
SUBSTANDARD 
WHOLESALE 
JUVENILE 
GROUP 
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Salary Stabilization—Continued 

“the type of insurance on the life 

of the employee referred to in this 

section is the ordinary or Whole 

Life policy which does not pro- 

vide for a cash surrender or loan 

value, or both, amounting to a 

large percentage of the premiums 

paid.” 

This regulation seemed to clearly 
settle the question regarding the 
form of the policy. However, no 
reference was made to the question 
as to whether it would be necessary 
for the employer to purchase insur- 
ance on a large group of his em- 
ployees. The language of the new 
regulations issued by the Economic 
Stabilization Director appeared to 
place no limitation on the right of an 
employer to purchase insurance on 
a few key employees only. Again— 
construing the words of the regula- 
tions was not enough. On Septem- 
ber 4, 1943, the Commissioner of 
Internal Revenue issued revised 
regulations in the exercise of the 
authority conferred upon him by 
the regulations issued by the Eco- 
nomic Stabilization Director under 
date of August 28, 1943. Under 























lations issued by the Commissioner, 
insurance issued must be on the 
Whole Life or term plan. A 
specific provision was included that 
premiums on endowment policies, 
single premium policies, fixed pay- 
ment life policies and other similar 
policies purchased would be con- 
strued as wages. 

The Commissioner’s regulations 
further stated that, 

“Insurance premiums on ordinary, 

whole life policies, referred to in 

the preceding paragraph must not 
be for the benefit of a small num- 
ber of selected individuals.” 

This latter provision in the regula- 
tions of the Commissioner of Inter- 
nal Revenue which did not appear in 
the regulations issued by the Eco- 
nomic Stabilization Director immedi- 
ately raised the question as to the 
validity of the Commissioner’s regu- 
lation. We submitted this question to 
the Legal Advisor of the Wage Sta- 
bilization Unit and were advised that 
while the Commissioner's regulations 
seem to go beyond the power vested 
in him by the Director, that the Eco- 
nomic Stabilization Director had ap- 
proved the Commissioner’s regula- 
tions before they were issued and 


hence, the Commissioner’s regula- 
tions were, in effect, regulations 
issued by the Director. 


Treasury's Attitude 


Since insurance has been issued o1 
other than Whole Life or Term 
plans the question arises as to the 
status of these contracts. To be more 
specific, have employers violated the 
regulations ? And what is their posi- 
tion with respect to future premium 
payments on these contracts? On 
this point, the Wage Stabilization 
Unit takes the position that the form 
of policy regulation has a retroac- 
tive effect; that the original regula- 
tions did not intend to permit the 
sale of higher premium forms and 
that where such forms have been sold 
employers should apply for approval 
before making any further _pre- 
mium payments on the contracts. 
This ruling does not seem to find 
support in the language of the orig- 
inal regulations. And I am inclined 
to view it as an attempt on the part 
of the Treasury to review the sales 
that have been made. In order to 
avoid inconvenience and annoyance 
| would recommend that employers 





Section 1002.8 of the new regu- 




























\$ ABil 
Q ANN 


[TY BENEFITS FROM THE pip N 
O44 










apply 








polici 





















sonally served. 


don't you write to... 










Occrmentat 


RALEIGH, N.C. 


| WE'RE NOT. 


... the smallest company in the 
world, by any means, but we are small 
| enough so that every agent is an 
| individual and his problems are per- 

Cooperation is a 
breeder of loyalty, we've found. Why 
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The Long Road Ahead 








Th 
spect 
Tragic as are the conditions which sur lectec 
round us at the beginning of this year of @ this 
1944, the outlook is definitely brighter th effec’ 
we had reason to expect only a year ago. @ grow 
For this we are more than happy, «¢ tions 
as we recognize the distance that rema of s 
to be traveled for fulfillment of the pror than 
of peace. as a 
On that long road ahead we must each @ the 
take our place building, reconstructing tract 
removing all obstacles possible so that few 
progress to that goal may be as rapid as well 
possible. _@ insu 
The Life Underwriter has the finesi o! ploy 
all opportunities to make that goal a thing @ conc 
of reality—peace, security, happiness. You upo 
as a Life Underwriter, will find the best @ issu 
assistance possible if you are friendly with 9 regi 
PEOPLES LIFE INSURANCE CO0.] s 
"The Friendly Company" 
FRANKFORT INDIANA : i 
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apply for approval of high premium 
policies purchased in violation of the 
new regulation. I offer this recom- 
mendation reluctantly. 

The Treasury’s position with re- 
spect to the “small number of se- 
lected individuals” restriction is that 
this regulation has no retroactive 
effect. While I think there was better 
ground under the original regula- 
tions to enforce the “small number 
of selected individuals” restriction 
than the type of policy restriction, 
as a practical matter, I assume that 
the Treasury felt that where con- 
tracts had been completed with a 
few key employees, it could not very 
well insist that the employer buy 
insurance on all the’ rest of his em- 
ployees. Furthermore, they probably 
concluded that they could not insist 
upon the cancellation of the policies 
issued on key employees prior to the 
regulation of September 4, 1943. 


Suggestion—Future Applications 


From the standpoint of insurers, 
the following course appears to be 
the only safe one to pursue: 
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. In the case of insurance pur- 
chased by employers with the 
view of satisfying the Wage 
Stabilization regulations, we 
should adhere to the Whole 
Life or lower premium form 
rule, unless the employer ob- 
tains the approval of the Re- 
gional Office of the War Labor 
Board or Wage Stabilization 
Unit, whichever has jurisdic- 
tion. 

. We should adhere to the re- 
quirement that policies must be 
taken out for the benefit of 
more than a small number of 
selected individuals. 

What is meant by “a small num- 
ber of selected individuals” cannot 
be determined at this time. The Sal- 
ary Stabilization Unit is trying to 
develop a rule of thumb, which might 
be employed but to date they have 
not been successful. We have been 
told that it would be satisfactory for 
the employer to purchase insurance 
on employees in a particular depart- 
ment without purchasing insurance 
on employees in other departments. 
However, under the departmental 


rule, it would not be safe to purchase 
insurance on a small number of em- 
ployees in one department, at least 
not without first obtaining approval. 
We recommend that with respect to 
any case in which the insurance is 
not being purchased on practically all 
of the employees in a department, it 
would be advisable to submit the 
question to the Regional Office and 
obtain approval. Also the depart- 
mental rule should not be foHowed 
in the case of a department employ- 
ing only a few key employees. 


Home Office and Field Routine 


Home Office routine should be 
considered carefully before any poli- 
cies are issued on the basis of the 
5% regulation. At the outset the 
soliciting agent should submit a list 
of the names of the lives proposed 
for insurance, the name of the em- 
ployer and the percentage of em- 
ployees that will be covered by the 
plan. A file under the name of the 
particular employer should then be 
established and assuming that the 

(Continued on the next page) 
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Salary Stabilization—Continued 











insurer is satisfied that the business 
is of good quality and that the em- 
ployer’s business is a permanent one, 
which will assure the continuance of 
the premium payments after the war 
period, the agent may be authorized 
to submit applications. 

Application should be submitted 
on each employee and should be 






















which event the policies would be 
issued and dated as of a common 
date. On this point, it seems to us 
that it is better to issue each policy 
as the application is ready for ap- 
proval. 

Some difficulties have arisen with 
respect to the payment of premiums 
on the new policies. The employer 
may prefer to send the company a 
check in a sufficient sum to cover 


provides a method whereby the em- 
ployer may give additional compen. 
sation to his employees. The Ac 
specifically stated that in determining 
wages and salaries, insurance ani 
pension benefits in  reasonabl; 
amounts should not be considered 
Under the regulations, the meaning 
of the words “insurance benefits in 
reasonable amounts” has heen 
greatly restricted so as to exclude the 
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k it . ct exclu Ch 
underwritten on an individual basis. the initial premiums on all applica- types of policies best suited for an D 
The application in each case is signed _ tions so that each policy can be placed ~employer-employee insurance plan a "ie 
by the life to be insured but as stated in force as of the date the applica- Good public relations and the desire S nsteal 
above, the application should show _ tion is approved. In sucha situation, for quality business demand, how- 2 
that the employer is paying the pre- controls must be set up to manage ever, that the insurance companies ony 
miums. All rights under the con- the fund that has been tendered. In keep well within the regulations. I: Montg 
tract must vest in the employee who the event an application is rejected _ is still possible to interest employers Aneta 
should be given the right to desig- the premium tendered with the appli- in a 5% plan covering the majority The 
nate the beneficiary. The employer cation should be returned to the em- of employees and written on ordinary ancy 
cannot be directly benefited by the ployer and not the applicant. If a life form. Many employers are at- BUY cia 
insurance. Each application sub- policy is rated the amount of cover- tracted to such a plan because of its 10.00 
mitted should be identified to show age must be reduced to the amount simplicity. However, the plan is not ougin 
that it is being purchased by the that would be purchased by 5% of as attractive today as it appears to Bf sory t 
particular employer under the 5% the employee’s annual wage. be at the time the regulations oj $514.0 
regulation. While the regulations governing December 2, 1942 were issued. Simi- 1943: 

The soliciting agent should advise insurance have to a great extent de- larly, the regulations with respect to repres 
whether the policies are to be issued _stroyed what I believe was the orig- _ pension trusts have become more and averas 
as the applications are ready for ap- inal intent of Congress when it more complex with the result that Ju. j 
proval or whether final action on passed the Anti-Inflation Bills, with- many employers hesitate to establish 
each application should be deferred in the present restrictions the pur- pension trusts and hence might be 
until the company is ready to reach chase by employers of ordinary life attracted to the 5% plan as the lesser 
a decision on all the applications, in policies on the lives of employees of two evils. 
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Safety For Tomorrow a 
The Pan-American Life Offers: stock 
FIDELITY has been selling that safety © A complete line of Policies on Participating and $250, 
for sixty-five years—is selling Non-Participating Plans. since 
it today at a time when it Is ® One of the most Liberal Agency Contracts in 
the dominant thought in the America—Commissions plus cash allowances. 
minds of millions. E © A Recruiting Plan and Special Training for 
SAFETY for the tomorrow of the policy- new Fieldmen. 
holder through a system of e A New System, relieving General Agents from 
plans and programs which, detailed Agency Accounting. 
backed by secure investment, © Attractive and Effective Sales Aids and Policy 
provide for those hazards of Illustrations. TI 
the future which are humanly ® Prospects for Insurance furnished through a eleve 
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REPORTS 
ON COMPANIES AND ASSOCIATIONS 


ACACIA MUTUAL 


Record Year 


Che field organization of Acacia Mutual, Washing- 
ton, D. C. in honoring William Montgomery, President, 
on his Golden Anniversary, gave the company the 
largest volume of business in its history. Records were 
achieved in every section of the country as the more 
than sixty branches united in paying tribute to Mr. 
Montgomery’s fifty years of leadership. Personal pro- 
duction doubled and in many cases trebled. 

The figures shown below are classified by the com- 
pany in each case as “the largest in the History of 
Acacia: increase of insurance in force, more than $46,- 
00,000, exceeding by 112% the record of 1942; new 
insurance paid for, more than $67,000,000, exceeding by 
50% the record of 1942; insurance in force, more than 
$514,000,000, exceeding by $14,000,000 the goal set for 
1943; assets at end of year, more than $120,000,000, 
representing a $10,000,000 increase for the year and 
average annual production rate of all agents, $231,000, 
“the Highest of any Company in the Land.” 


BANKERS NATIONAL 
Stock Dividend 


Bankers National, Montclair, N. 
stock dividend of 40% 
$250,000 to $350,000. 


since 


J. has declared a 
thus increasing its capital from 
Cash dividends to stockholders 
1933 have amounted to 10% annually. 


BOSTON MUTUAL 
1943 Gains 


The Boston Mutua! Life reports that for the first 
eleven months of 1943 the gain of insurance in force 
was $7,704,866, the gain from insurance operations 
$444,878, and from investments $45,816. The gain 
from savings in mortality for that period amounted to 


$632,000. 


BUSINESS MEN’S 


New Records 


Business Men’s Assurance Company, 
Mo. enters its 35th anniversary year with a record of 
35 consecutive months of increase over the correspond- 


Kansas City, 
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ing month of the preceding year ; an all-time high total 
of new paid business exceeding by 32.6 per cent the 
previous high record established in 1942; with 15 of 
the Company’s 20 Branch Offices establishing new all- 
time high yearly production totals; each month during 
the year saw a new high record for that month. 

December business showed an increase of 56.7 per 
cent over last year and eight of the Branch Offices made 
new high records for the month, 

Preliminary annual statement figures give the follow- 
ing approximate figures: Admitted Assets, $37,000,000 ; 
Paid Life Insurance, $32,800,656; Life Insurance in 
Force, $175,732,402. 


CANADA LIFE 


Premiums Increased 


Effective January 1, 1944, the Canada Life Assur- 
ance Company of Toronto increased all premium rates 
except the following: Pensions and Double Protection 
Pensions, Retirement Income Bonds, Ordinary Life 
Without Profits, Term Policies With and Without 
Profits, extra premiums on Family Income and Con- 
tinuous Monthly Income Plans. No change in cash, 
paid-up, or extended insurance values was made, ex- 
cept on the Capital Return plan, where the values were 
increased to correspond with the increased cash option. 
An illustration of the new premiums is given below. 


Age 15 : 35 45 
Non-Par. 20 Pay Life $22.90 33.34 42.43 
Non-Par. 20 Yr. Endt, 44.94 46.40 50.24 
Non-Par. Endt. at 65 15.09 30.17 50.24 
Par. Ordinary Life .. 15.66 5.65 36.40 
Par. 20 Pay Life .... 25.07 7 
Par. 20 Year Endt. .. 


Par. Endt. at 65 77 116. ~e 


CONNECTICUT GENERAL 


Large Pension Case 


A pension plan under which all employees of The 
Glenn L. Martin Company and its subsidiaries, less 
than 65 years of age and regularly employed for 2 years 
or more, will participate has been announced by Glenn 
L. Martin, President of the company, following ap- 
proval by the United States Treasury Department. Re- 
tirement income for which the company will pay the 
entire cost is provided by a Group Annuity contract 
with the Connecticut General Life Insurance Company 
of Hartford. 


(Continued on the next page) 
























The Columbus Mutual 
Offers— 








First—Low Cost Insurance to Sell. 










Second—Liberal Commissions for Selling It. 





(An Unusual Combination) 

















Third—Ideal Working Conditions. 







Vested Renewals — 


Unrestricted Territory— 






Automatic Promotion— 
Equality of Opportunity— 
The Right to Build Your Own Agency— 





COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 

















HOST 1o MOST 


WHO VISIT, BALTIMORE 


Baltimore is knee-deep in war! Surrounded by war 
production industries . . . located near the Washington 
scene... Baltimore has become a focal point of wartime 
activities. 


This has created problems . . . problems that you can 
help to solve. Make your room 
reservation in advance ... cancel 
it promptly if you cannot use it... 
be patient if the service is not as 
smooth and speedy as in pre-war 
times. 









As Americans, we are proud we 
have these problems .. . as hotel- 
men we ask your indulgence. 
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rPreritiritttsoss. 
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700 rooms — each with 
radio, tub and shower. 


“ze LORD BALTIMORE HOTEL 


CONNECTICUT GENERAL—Continued 

















































BALTIMORE-1 * MARYLAND 


Che te 
The company says that together with Social Security Jthree ye 
The Glenn L. Martin Company’s pension and insurance §S2 ).883, 
program completes one of the most generous employee §‘ ied, t 
security and benefit plans known to modern industry, fe "8 T¢ 
non-can 
niv ben 
tional a 
CONNECTICUT MUTUAL t he 
pe 10a, 
Writes Over 100 Million 
Ordinary 
The Connecticut Mutual, Hartford, paid for $102,- §suppleme 
649,366 of life insurance in 1943, an increase of 7.9% § tracts 
over 1942 and the second best year since 1931. During § — 
the year the Company gained $59,662,247 in insurance 9 ~ dent 
in force for a total of $1,225,835,932, this being the § Double I 
ninth consecutive year in which the Connecticut Mutual §Miscellar 
showed an increase. It is the largest amount gained Tota 
since 1929. Ten times during the year the company’s 
production exceeded the figure for the corresponding Phe « 
month in 1942. With 13 of the company’s general Band los 
agents in military service, 43 out of the 71 agencies Brecular 
had a better year in 1943 than in 1942. been pt 
lent ar 
shown 
aminer: 
CONTINENTAL LIFE which t 
Stock Dividend 
By means of a stock dividend the Continental Life Prio 
Insurance Company, Washington, D. C. has increased QLaw et 
the par value of its shares of stock from $4.00 to ithe So 
$10.00. This in turn means an increase in capital from 96% in 
$120,000 to $300,000. vided t 
provid 
9%. ° 
older ¢ 
EQUITABLE LIFE (N. Y.) cembe 
made « 
Examination Favorable sued s 
In ord 
The Equitable Life Assurance Society, New York, policy] 
N. Y., underwent a Zone Convention examination as of Jive © 
December 31, 1941, and the report of the examiners was at its | 
favorable to the company. The examination was con- g'solu 
ducted by the New York Insurance Department and was ES 
participated in by examiners of the states of Florida, Ba 
Indiana, Oklahoma, Oregon and Pennsylvania, repre- ff policy. 
senting their respective zones 3, 4, 5, 6 and 2 in that 95% per 
order. The financial statement as of December 31, 1941 931, 194 
prepared by the examiners verified the income and dis- se ef 
bursement accounts of the company’s statement; ay 
through various adjustments assets were reduced Jannum 
slightly to $2,740,619,489 and surplus was reduced ght | 
from $108,695,248 in the company’s statement to $106- °C | 
647,582 in the examiners’ report, a decrease of $2,047,- 
667. The three largest items, representing increases in 
liability figures, which brought about the surplus de- 
crease, are: increase in the net reserve, $1,050,329; - 
estimated amount due or accrued for taxes, $812,000; = +. 


salaries, rents, etc. due or accrued, $117,751. 
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[he total increase in the Society’s surplus during the 
three year period (1939, 1940 and 1941) amounted to 
$20,883,326. In addition to increasing its surplus as 

ited, the Society continued its program of strength- 

ng reserves for annuities, supplementary contracts, 
i-cancellable accident and health, and double indem- 

- benefits. The following schedule exhibits the addi- 

1al amounts thus added to the reserves in each of 

three years indicated and also the total for that 
eriod, 


1939 1940 1941 Total 

)rdinary Annuities $515,832 $2,467,888 $8,350,825 $11,334,545 
Supplementary Con- 
tracts involving 
Life Contingencies 
Non-Cancellable Ac- 
cident & Health.. 
Double Indemnity. . 
Miscellaneous 


1,733,809 


223,000 
654,771 
22,000 


1,489,377 1,896,085 
1,037,673 
699,710 
5,852 


5,119,271 


240,628 
677,618 
25,600 


1,501,301 
2,032,099 
53,452 





$3,149,412 $4,901,111 $11,990,145 $20,040,668 


The examiners include a comparative three-year gain 
and loss exhibit ending with 1941 which shows that 
regular Life Insurance and Group Life Insurance have 
been profitable lines, while disability and regular acci- 
lent and health have been unprofitable. The net loss 
shown in 1941 for Ordinary Annuities, explain the ex- 
aminers, is due entirely to the strengthening of reserves 
which took place in that year. 


Reduces Loan Interest 


Prior to an amendment of the New York Insurance 
Law effective January 1, 1939, most policies issued by 
the Society contained a provision for policy loans at 
6% interest. The amendment to the law in 1938 pro- 
vided that policies issued after January 1, 1939 should 
provide for loans at an interest rate not exceeding 
5%. The result was that policy loans made on the 
older outstanding policies of the Society were until De- 
cember 31, 1943 made at the 6% rate, whereas loans 
made on the smaller number of outstanding policies is- 
sued since January 1, 1939 were made at the 5% rate. 
In order to eliminate this distinction in the cost to the 
policyholders of loans against their policies, the Execu- 
tive Committee of the Board of Directors of the Society 
at its meeting on January 5, 1944 passed the following 
resolution : 


RESOLVED, That as to new policy loans made on and after 
January 1, 1944, and as to increases made after said date in 
policy loans, interest thereon shall be charged at the rate of 
3% per annum; that as to policy loans outstanding at December 
31, 1943, interest thereon shall continue to be charged at the 
tate effective at that date until the 1944 interest due dates of 
such policy loans, and if such policy loans are continued there- 
after interest thereon shall be charged at the rate of 5% per 
annum from such interest due dates; the Society reserving the 
tight to revoke this action and from time to time establish 
other interest rates for its policy loans. 


2'/2% for S. P.'s 


’remiums, surrender values and modes of settle- 
ment on Single Premium Whole Life and Single Pre- 
miiim Endowment policies were placed on a 2%4% 

(Continued on the next page) 
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pay dint 
If you're satisfied with bread ’n butter 
wages stick to surface prospecting . . . 
but if you want to get down to real 
pay dirt let Continental Assurance 
help you DIG. Our facilities include 
tools for every purpose . . . par and 
non-par, standard and substandard, 
juvenile and annuities, group, whole- 
sale, salary-savings, A&H .. . including 
Income Indemnity... plus a practical 
knowledge of where and how to dig 


for business. Will you let us prove it? 


Nothing Beller in Life Insurance 


wien 





ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliates : 
SONTINENTAL CASUALTY COMPANY 


TRANSPORTATION INSURANCE COMPANY 
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basis effective for applications taken on or after Janu- 
ary 15, 1944. The following table illustrates the pre- 
miums per $1,000 on the new basis. Specimen cash 
values are also shown. 


Single Premium Single Premium 
15 Year 20 Year 
Endowment Endowment 
$790.32 $718.17 
794.69 727.10 
808.10 752.93 
842.36 810.79 


Single Premium 
Issue Age Whole Life 
30 $510.97 
40 588.10 
50 684.42 
60 792.83 


New Single Premium Insurance Policies 


Cash Values per $1,000 


Cash Value at 
End of Year 30 
Single Premium Whole Life 
$450 $525 $617 
478 560 658 
517 607 710 
607 710 808 
Single Premium 15 Year Endowment 
723 727 739 
789 792 801 
886 887 890 
1000 1000 1000 


Single Premium 20 Year Endowment 
652 661 685 
709 716 737 
790 795 809 f 
1000 1000 1000 1000 


Pe) 


Issue Ages 
40 


Prepayments 


Concurrent with the change in single premium rates, 
certain adjustments are being made in the rules for 
policy changes and in the conditions under which pre- 
miums may be paid in advance on a discounted basis. 
The principal departures from previous practice are 
that policies may no longer be changed to a paid-up 
basis by means of a single premium and that acceptance 
of premiums paid in advance on 10 Payment Life and 
on 15 Payment Life policies which are in their first 
two policy years will be limited to five and ten such 
premiums respectively. It should also be noted that 
single premium insurance policies written on the new 
rates may not be dated back prior to January 1, 1944. 

For single premium business written on the new rates 
the maximum limits of acceptance in any one year are 
being changed from $50,000 of face amount to $50,000 
of consideration... The all time limit of $100,000 is 
similarly to be based upon consideration instead of face 
amount. 


EQUITABLE (lowa) 
1943 Gains 


The paid business volume of life insurance and an- 
nuities secured by the field force of the Equitable Life. 








Des Moines, Iowa in 1943 was $76,093,883, the largest 
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annual production to be secured since 1929 and a gain 
over 1942 paid business of $19,499,391, or 34.5 per cent, 
according to R. E. Fuller, agency vice president. 

Life insurance in force now totals $658,929,697, a 
new all time high, and a gain over the total in force at 
the close of last year of $24,496,684. 


FIDELITY MUTUAL 
Official Changes 


Horace P. Liversidge, President of the Philadelphia 
Electric Company, was elected to the Board of Direc- 
tors of The Fidelity Mutual Life Insurance Company, 
Philadelphia, Pa., at the annual meeting of the policy- 
holders on January 11. No other changes in the per- 
sonnel of the Board were made. 

Frank H. Sykes, Vice President and Manager of 
Agencies since 1924, has assumed the post of Executive 
Vice President. He has been a member of the Fidelity 
Board of Directors since 1930 and with the company 
continuously since 1897, except for a period of service 
in the U. S. Army during the Spanish American War. 

J. M. Shoemaker, Assistant Treasurer of the Com- 
pany since 1940, was made Second Vice President and 
continues his executive supervision over the security 
transactions of the Company. He came to the Company 
as Secretary of its Investment Department in 1931. 

The post of Second Vice President was also assumed 
by W. K. Miller, former Secretary of the Company. 


He is now in charge of claims, in addition to his 


duties in the Law Department. He entered Fidelity’s 
ranks in 1905 and was, at one time, in charge of its 
Policy Loan Department. He became a member of 
the Claim and Law Department in 1914 and later be- 
came, successively, Assistant Secretary and Secretary 
of the Company. 

C, P. Mayfield, Manager of Publicity and Personnel 
since 1925, was also elected Second Vice President, and 
is now in charge of Administration. In addition to per- 
sonnel functions, has executive responsibility for pur- 
chasing, Correspondence and Mailing Departments, 
printing and supplies, as well as the maintenance and 
services of Head Office and adjacent properties. 

C. J. R. Sproule, Treasurer since 1930, now becomes 
the Investment Officer of the Company. Among the 
important positions in the Company which Mr. Sproule 
has held since he entered its service in 1896 are Assist- 
ant Secretary, Assistant to the Treasurer, Assistant 
Treasurer, and Treasurer. 

W. C. Keesey was promoted from Assistant Secretary 
to Treasurer. He entered the Law Department of Fi- 
delity in 1929 and was in that Department until his 
transfer in 1931 to the Mortgage Loan Department of 
which he was made Secretary in 1933. He was ap- 
pointed Assistant Secretary of the Company in 1941. 
In addition to his duties as Treasurer of the Company, 
he continues to supervise its mortgage loans and real 
estate. 

H. S. Redeker whose Fidelity connection dates from 
1935, was promoted from an Attorney in the Law De- 

(Continued on the next page) 
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RAINBOWS 
“AY END * 


“There's a divinity that shapes our ends, 
Rough-hew them how we will.” 
—Shakespeare 


On July 3, 1935, the Bankers Life Company of 
Des Moines issued a $2,000 policy on the life of a 
17-year-old boy living in a small Midwestern town. 

On August 1, 1943, that policyholder, man- 
grown, was killed, flying an American bombing 
plane over Southeastern Europe. 

The Bankers Life Company of Des Moines paid 
the beneficiary (the mother) the sum of $2,088.40— 
the full value of the policy. 

The mission on which the young policyholder 
met his death was the famous low-level bombing 
raid on the immensely productive oil fields of 
Ploesti, Rumania, from which Germany secured a 
large amount of the oil with which to operate its 
machines of war. 

The destruction by American airmen of those 
oil fields was said by a competent military 
authority to be destined to shorten the war against 
the Axis by almost a year. 

On December 22, 1943, the father of this young 
American hero stood in a secluded corner of the 
modest parlor in the little hotel in a small 
Midwestern town and received from the hands of 
accredited representatives of the U. S. War 
Department two medals posthumously awarded 
his son for gallantry: the Distinguished Flying 
Cross and the Order of the Purple Heart. 

The next day, the Bankers Life representative 
who had sold that policy back in 1935 took the 
medals in his hands, heard from the father’s lips 
the story of his son's heroism, and received from 
the parents their thanks for the prompt settlement 
of the claim. 

That young hero of the Ploesti raid, killed on 
August 1, 1943, was the first youth from his home 
town to give up his life in World War II. 

A cousin of that young hero, born exactly 25 
years before him, was killed at Argonne, France, 
on August 1, 1918; just 25 years, to the day, before; 
the first youth from that same small Midwestern 
town to give up his life in World War I. 


“There’s a special providence in the fall of 
a sparrow. If it be now, ‘tis not to come: if it 
be not to come, it will be now; if it be not 
now, yet it will come; the readiness is all.” 

—Shakespeare 


Bankers Z/fe 
the Double Duty Dollarf Company 


MOINES 
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artment to Secretary of the Company, and will also 
Popular es San charge of Public Relations. 

d Assistant Manager of Agencies C. L. Pontius was 
an made Manager of Agencies. He became associated with 
PROFITABLE the company in 1935 as supervisor of agencies. 

Other changes made by Fidelity’s Board include the 
promotions of Miss Esther Johnson and Homer 0. 
White, from Assistant Actuaries to Associate Actuaries; 
Arthur H. Evans, Supervisor of Applications and Chief 

















Popular alike with employer and employee 
is our packaged Life, Accident and Health 


Salary Deduction Plan, newest addition to Underwriter to Assistant Secretary; and P. A. D. 
our sales kit. Schuessler, Manager of New Business Department, also 


- = to Assistant Secretary. W. J. Young, Secretary of the 
. . . “Profitable” say our Agents who are Mortgage Loan Department, E. L. Carlson, Supervisor 
finding a ready market for this “most saleable of Mortgage Loans, H. Anderson, Manager of the 
plan yet designed”. Real Estate Department, and A. W. Platt, Supervisor 
: , in the Security Division of the Investment Department, 
It opens a fresh field of sales and is the real were each appointed to the Office of Assistant Treas- 
McCoy for building income. urer. S. H. Evanson, Division Chief of the Auditing 

Operating in Ulinois, Indiana, lows, Michigan, Department, was made Assistant Comptroller. 
Minnesota, Ohio and Wisconsin. 


pre |gre FRANKLIN LIFE 
LD 


/asurance Company of America Favorably Examined—Stock Dividend 

The Franklin Life Insurance Company, Springfield, 
Illinois was examined (Association) by the Insurance 
Departments of Illinois, Missouri and California as of 
December 31, 1942. The examiners’ report was fav- 
—s orable to the company. 

According to the company’s statement as of Decem- 
ber 31, 1942, a special fund called “Reserve for War 
Mortality Fluctuations” in the amount of $300,000 was 
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64,81; 
e such 











eAmerica’s set up. Presumably during the course of examination 

pag: this fund was put back into surplus as it is not listed 
Distinctive by the examiners. In lieu thereof the following resolu- 
Hotel tion was adopted by the board of directors of the com- 


pany. 


“WHEREAS, the board of directors of this company in 
April, 1940 adopted a program in connection with which a 
voluntary commitment was made that in the three-year pe: ‘iod 
ending December 31, 1942 the company would, by sale of real 
estate and adjustment of asset values, reduce the book value 
of real estate and the asset value of real estate and real estate 
mortgages to the extent of $450,000; and 


“WHEREAS, the company in the years 1940, 1941 and 1942 


























sold certain properties and decreased the book value of other 
HOST TO MORE INSURANCE CONVENTIONS real estate and the asset value of real estate mortgages to the 
THAN ANY OTHER HOTEL IN THE WORLD extent of approximately $500,000; and 


“WHEREAS, the company, for the purpose of establishing 
and maintaining sound asset values and recognizing the cur- 


Chosen by 12! Insurance Organizations as their meet- rently existing uncertain economic conditions, deem it advisable 


ing place—many returning again and again... a to further stabilize its investment portfolio; is 
" " . “BE IT THEREFORE RESOLVED that the sum of I’ive gpg 
true “Mecca” for the Insurance Fraternity . . . Where Hundred Thousand ($500,000) Dollars be allocated and set The 
you'll always meet your friends and associates. up from general surplus for the purpose of establishing a ffts 60t 
revolving fund known as ‘Contingency Reserve for Investment 
e Fluctuations’... .” 
. M. " ident. P. J. Weber, Res. M . : ‘ 
SPR Ce het © Dn. Re See As a result of the above action there is now shown 
FD FWATER BEACH HOTEL for surplus funds, contingency reserve for invest- 
ment fluctuation, $500,000 ; surplus, $1,717,650 in acdi- 
5300 Block Sheridan Road. CHICAGO. tion to $1,100,000 capital at that time. The compary’s 
figure for claims unpaid in its year-end statement was § The 
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SUMMARY 57th ANNUAL REPORT — 1943 
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Payments to Policyholders and Beneficiaries since 
the inception of the Company total $288,800,187 


The Manufacturers Life Insurance Company 


HEAD OFFICE - TORONTO, CANADA 
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64,817. The examiners, having the opportunity to | has announced a revision in premium rates. In making 
e such claims worked out, changed the company’s fig- | the announcement, the Company said: “The general 
res to $297,327. With minor discrepancies the com- | basis of the change in premium rates is to increase the 
any’s other figures coincided with those of the exam- | margin in the premiums to provide for the possibility of 
ers. somewhat lower interest earnings. Consequently, the 
A capital increase of $550,000 has been voted by the | amount of the revision is more marked in the case of 
irectors of the company. After giving effect to the | limited payment life and endowment contracts than in 
rvision which was submitted to the stockholders last | the whole life plans, since the former contain a larger 
‘onth, the stated capital of the company will be $1,- | investment element. No change is being made in reserve 
50,000 an increase of 50%. The increased capitaliza- | basis or non-forfeiture values, except the increase in 
ion will be effected by a transfer from surplus funds. | non-forfeiture values due to the revised basis of the 
President Becker’s report to the stockholders states | Personal Income policy. We feel that it is essential to 
hat this action was taken to keep the company’s capital | have an additional margin of safety in our premiums 
n proper relation to the rapid growth of the business. | in view of present economic conditions.” 

ince January 1, 1940, the company’s business in force 
as increased $70,000,000 and there has been an asset Revised Settlement Options 
xpansion of approximately $20,000,000. President 
Becker pointed out to his stockholders that the stock “Settlement Options are being revised so that the 
lividend distribution parallels the action of numerous | guaranteed rate under the interest option and the rate 
pther companies and banking institutions in recent | involved in calculating the guaranteed returns under the 
Wee, other options will be 214% instead of 3%. The guar- 
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f Jive : * ae ; 2 Sp : . 
nd set | The Franklin Life is now making plans to celebrate | anteed rate for dividends on deposit remains the same 
ing a Mts 60th Anniversary next March. at 3%.” 
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Revised Personal Income Policy 





hown HOME LIFE 

avest- “The amount of insurance protection under the Per- 
addi- Changes Rates, etc. sonal Income policy is being increased so that the con- 
yany’s tract will provide insurance protection throughout the 
t was ff The Home Life Insurance Company of New York (Continued on the next page) 
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Liberal Agency Contracts 
Available to Texas Men Who Can 
Qualify to Represent the Amicable 

In Texas 
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of Steady Growth 


Make For Confidence 


In the Future 


MONUMENTAL LIFE INSURANCE CO. 


BALTIMORE, MARYLAND 
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entire duration equal to the maturity value. Further 
more, due to the change in settlement options, th 
amount necessary to provide the monthly income is in 
creased and therefore the policy has a larger maturity 
value than previously. For example the Personal In 
come at 65 policy on a male life now provides insurancd 
protection throughout of $1,587 for each $10 monthly 
income at 65. These changes necessitate a premiun 
increase larger than that indicated by the general ratd 
change. Cash and loan values are correspondingly in 
creased by these changes.” 


‘43 Gains 


The company closed its books for the year 1943 with 
a ten per cent increase over 1942. This was the secon 


largest year in paid production since 1931, exceeded 


only by 1941. According to preliminary figures, the 


Frank 
Nat 
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f direct 
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average size policy paid for during the year was $7,771. 


which is the highest in the history of the Company and 
is an increase of seventeen per cent over 1942. 


JEFFERSON STANDARD 
$500,000,000 in Force 
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Thirty-six years of growth have resulted in the Jef-§, 


ferson Standard Life Insurance Company, Greensboro, 


N. C., passing on December 10 the milestone of $500,- F 


000,000 life insurance in force. 

Today the capital is $4,000,000 plus $6,000,000 sur- 
plus and contingency reserve, making $10,000,000 avail- 
able for the protection of policyholders. Assets have 
grown to $125,000,000 and have more than doubled in 
the past ten years. 


The first $100,000,000 insurance in force was reached a 


just thirteen years after the Company was organized. 
In September, 1923 the $200,000,000 mark was reached. 
In December, 1926 $300,000,000 was announced and 
then in August, 1939, $400,000,000. The last $100,000.- 
000 increase was made in just a little over four years. 

Since organization the Company has paid 5% interest 
on funds held in trust for policyowners and this rate 
has been continued for 1944. 

The Company has continually expanded its operations 
and at the present time is serving over 200,000 policy- 
owners through 53 agency offices located in 26 states, 
District of Columbia and Puerto Rico. 


1943 Business 


The gain in insurance in force in 1943 amounted to 
$32,200,000; the new paid business for the same year 
totaled $55,000,000. There was approximately $5,000- 
000 less business lapsed during 1943 than during 1942. 
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LIBERTY NATIONAL 


Brown-Service Purchase 


Frank P. Samford and other executives of the Lib- 
rty National Life Insurance Company, Birmingham, 


‘Alabama have personally purchased controlling shares 


f stock in Brown-Service Insurance Company, also of 


sirmingham—the latter had $115,832,658 insurance in 


orce as of December 31, 1942, making it one of the 


- @argest funeral benefit companies in the country. 


An option was given to the Liberty National Life 
t the time of the stock purchase, providing that the 
ompany can buy the stock at exactly the same price 
s the executives paid for it. At a meeting of the board 
{ directors of the Brown-Service Insurance Company 
eld on December 31, 1943, those who had been serving 
s directors resigned and a new board composed of the 


_@ollowing were elected to fill the vacancies: Frank P. 
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samford, Frank E. Spain, Leo B. Bashinsky, Ehney 

.. Camp, Jr. and Jack D. McSpadden. At the same 
reeting Mr. Samford was elected President ; Frank E. 
Spain, Vice President and General Counsel; Ehney A. 
(amp, Jr., Secretary-Treasurer, while S. R. Brice re- 
mains as Executive Vice President and Dan R. Hudson 
sa Vice President. The first three named hold similar 
fices in the Liberty National and will continue to 
erve both companies. 

Rufus M. Lackey, formerly President of Brown- 
Service, is continuing in his official capacity as Presi- 
ent of the Standard Casket Manufacturing Company 
md as Vice President of the Brown-Service Funeral 
ome Company. According to the information at 
and, no other changes in the operations of the two 
ompanies are contemplated at this time. 

Effective January 1, 1944, the company adopted a 
rew rate book. There has been a general increase in 
ates, but very little alteration has been made in cash 
ralues. Interest assumption in Settlement Options was 
reduced from 31%4% to 3%. An illustration of the new 
iremiums for several plans is given below. 


Plan Age 15 25 35 45 55 60 
Pref. Risk Whole Life $12.50 15.40 20.68 30.96 47.85 60.81 
Endowment at 85 .... 13.45 16.84 22.96 33.99 52.57 67.41 
Pay Endt. at 85 .. 20.90 25.59 31.67 41.92 57.79 69.93 
) Year Endowment. 42.30 43.01 44.99 49.66 60.36 .... 
Endowment at 65 ..... 14.85 20.17 30.63 .... 
10 Year Term ee 9.76 16.06 


NORTH AMERICAN (Ii/.) 
Adopt 3% Reserve Basis 


The North American Life Insurance Company of 
Chicago, Illinois, has changed from the American Ex- 
perience 314% to the 3% reserve basis effective Janu- 
ary 1, 1944. At the same time the guaranteed interest 
pate on Settlement Options was reduced from 3% to 

1,07, 
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Our Expansion Program 
has Created 


SOME UNUSUAL 


AGENCY OPPORTUNITIES 
in 
KANSAS, MISSOURI 
OKLAHOMA, and NEBRASKA 
bs 


New Business Volume is up at 


THE NATIONAL RESERVE 
LIFE INSURANCE COMPANY 
Home Office 

Old Line Legal Reserve 


Topeka, Kansas 








COLORADO 


Take that much-needed rest 
and relaxation, to re-gather 
your energy for the Victory 
drive! Visit the Rocky Moun- 
tains for inspiring beauty and 
recreation. 


FOR ONE OR TWO PERSONS 4 50 
Aj WITH PRIVATE BATH FROM 2 


FOR ONE OR TWO PERSONS 
ROOMS WITHOUT PRIVATE BATH FROM $y 82 


TWIN BEDS $350 AND $4.50 
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An example of the new rates and values is gi 
below: 
With With 
Waiver Mo. /-—Cash Value End of Ye 
Premium Dis. Inc. 3 5 10 «15 


Endowment at 85 
17.94 19.99 9 18 71 
24.51 27.11 13 36 =: 116 
35.86 39.3721 65 179 


$17.39 
23.64 
34.26 


20 Payment Life 
28.81 31.39 19 60 178 
3505 3765 27 78 222 
45.01 4853 39 102 274 


$28.37 
34.31 
43.36 


20 Year Endowment 
47.52 48.53 70 150 376 
48.58 50.09 67 147 373 
53.10 56.01 64 145 371 


$46.84 
47.56 
51.11 


NORTHWESTERN NATIONAL 
1943 Figures 


A moderate increase in new ordinary business, a 
sharp increase in group business, and a 25 per cen 
drop in lapses combined to produce a record-breaking 
1943 gain of $45,776,454 in insurance in force by 
Northwestern National Life, Minneapolis, Minn. ac- 
cording to year-end figures released on January 1, 1944. 

This gain of practically 10 per cent in insurance out- 
standing was more than 2% times the 1942 gain and 
brings total insurance in force to $544,320,530 as of 
December 31, President O. J. Arnold reported. Assets 
increased to $103,048,866. Surplus funds and contin- 
gency reserves, including capital, increased to $7,871- 
331, after further strengthening various items of reserve 
liabilities. 

Expenses of management, including taxes, were re- 
duced below 1942, despite larger commission earnings 
by agents and higher costs of many items entering into 
overall expenses, Mr. Arnold said. He attributed this 
in part to continued close control of management costs 
and business conditions making for better persistency, 
but largely to savings in agency and other expense 
directly traceable to the company’s system of compensa- 
tion which places heavy emphasis on persistency 0! 
business. 

New premium income increased to $1,527,318 in 
1943, total premium income to $12,959,231, and total 
income to $19,404,112. 


Trends 


Traditionally the first company to report its complete 
and final figures, Northwestern National’s 59th annual 
statement reflects the general trends of the past year— 
increasing “‘war prosperity” plus an encouraging public 
thriftiness—which have made 1943 a year of fairly rapid 
growth for most life companies. Balancing this favor- 
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ble picture, however, he pointed to the continuing un- 
istakable trend toward low interest earnings on in- 
ested assets which he said must inevitably bring higher 
nsurance costs. NwNL’s net: rate of interest earned 

043 was 3.20 per cent which he termed a favorable 


ate considering the high quality of investments. This 
2i™s just two-thirds the 1930 rate. 

Mr. Arnold referred to substantial increases in the 

noany’s group insurance division, both in sales and 


ance in force, as “gratifying, but not a real meas- 





f the work done by the agency forces.” Much 


oi significant, he said, is the fact that while new 
rdinary business paid for in 1943 was only 3 per cent 
ester than in 1942, the gain in ordinary insurance in 
ee was 30 per cent greater than 1942’s gain. 
\ 


As evidence of steady improvement in persistency 

Wie company’s gain in ordinary insurance in force in 
939 was 28.1 per cent of new ordinary business written 
luring the year; in 1940 this ratio was 36.5 per cent; 
n 194% 44.2 per cent, in 1942, 45.2 per cent, and in 
943 it had risen to 57.1 per cent. 


Happiness can't be bought—not in 
dollars and cents. But the feeling of 
protection a well-planned life insur- 


PACIFIC MUTUAL ance program brings MEANS hap- 


Sales High piness. 


The Pacific Mutual, Los Angeles, Calif., closed its 
production year on December 15 with over fifty million 
follars (paid basis) of new life insurance placed on its 
Mooks over the past twelve months. This gives the 

ompany its best sales year since 1935 and a 32% 
“Bicrease over 1942. Net gain in force during 1943 is 
‘round twenty million dollars. 

Sales of new life insurance between November 16 
ind December 15 topped seven million dollars—biggest 
month in the company’s history since December 1930. 


No man can "enjoy life" without 
knowing the future security of his 
family is provided for no matter 
what might happen. And life insur- 


ance is the average man's only 
ontin- 
7 871.- means to that goal. 


niet PAN-AMERICAN 


Te Te- You, as a life underwriter, should be 
. : 
rnings Non-Par to 3% Basis 


ig into The reserve basis for non-participating insurance has 
d this Mibeen changed to American Experience 3% as of January 
t costs il, 1944, by the Pan-American Life Insurance Company 
tency, of New Orleans. Participating insurance, which was 
<pense Badopted January 1, 1943, is already on this basis. A 
pensa- brief illustration of the new non-participating rates and 
icv Ol fivalues follows. 


proud of the profession that allows 


you to help so many people. 


18 in With 
1 total Waiver ——Cash Value End of Year—— 
Premium Dis. 3 > 10 15 20 


we ee ” ee 3 pi hy 139 226 S H E N A N D O A H LI F E 


3: 23.26 24.22 13 41 121 210 323 
nplete fH 45 33.41 35.16 26 70 184 304 439 INSURANCE COMPANY, INC. 
nual , 

so 20 Pay Life Endowment at 85 Roanoke, Virginia 
| bhi S $27.79 28.21 24 65 183 324 507 
PUbUC H 3° 33.59 34.35 33 84 228 397 613 
rapid ff 4 4255 44.28 45 108 281 479 729 
favor- (Continued on the next page) 
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WORKING WITH FEDERAL 


One of the joys of the medium size 
insurance company is the pleasure of 
working with the men in the field. 





And the field man works with and not 
for the company. He is not a more or 
less anonymous letter or number in 
a file, but a friend and associate 
with whom we enjoy frequent personal 


contacts. 


5 Os 
8 18 ID 16 1 AA Ib 


LIFE INSURANCE COMPANY 


ISAAC MILLER HAMILTON L. D. CAVANAUGH 


hairman President 
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New Records Are Made Again! 
1942 


brought the largest volume of new busi- 
ness and largest net gain of insurance in 
force in the history of the company; but 


1943 Tops the 1942 Record 


making 
An increase of business in force of 28% 
in three years. 


Such records can only be made by an 
aggressive and happy agency force. 


THE 


LAFAYETTE LIFE 


INSURANCE COMPANY 


Lafayette Life Building 
LAFAYETTE, INDIANA 


RANDALL G. YEAGER, Superintendent of Agencies 














Pan-American—Continued 
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20 Year Endowment ucceedec 
25 $45.22 45.92 70 150 381-654 100Met-up is 
35 46.68 47.76 67 147 378 651 10 ice Pre 
45 50.41 52.50 64 145 376 645 10 ee 
inancial 
‘reasure 
Rott, G. 
PAUL REVERE ounsel, 
ectors fT 
Stock Dividend 
The Paul Revere Life Insurance Company, Wor 
cester, Mass., has increased its capital from $400,00 
to $1,000,000 by a stock dividend of $600,000. Aifte 
the dividend, capital consists of 10,000 shares, par valu 
of $100 per share. The $ 
1 TEVISE 
[he con 
ing Li 
PENN MUTUAL Satie 
, . rates fit 
Annuity Rates Revised ‘fe at 
rR . _Bftes fc 
The purchase price of a Single Premium Annuity Cathie 
has been increased, and the annuity purchased by $1,00 niums, 
correspondingly reduced, by the Penn Mutual Life Inf}iecn Je 





surance Company of Philadelphia, effective January 1g. 
1944. The rates for Life, Instalment Refund, and Join, 
and Survivor Annuities are the same as those used by) 
the Aetna, Connecticut General, Provident Mutual, etc 
and are shown in detail in Annuity Table III of the 
1943 edition of Best’s Illustrations. 






























Endt. a 
POSTAL UNION - 
Executive Changes 

In Best’s December Lire News it was pointed out 

that Maytor H. McKinley and associates had secured 
control of the Postal Union Life Insurance Company, The 
Los Angeles, California. At a recent meeting the fol- “eer 
lowing directors were elected: Maytor H. McKinley. ten 
T. Kirk Hill, Irving M. Walker and G. M. Gannon. “tend 
The new officers of the company are: President. me 
Maytor H. McKinley; Executive Vice President, Wi-§ 4, ;, 
liam L. Vernon; Secretary-Treasurer, Herbert Hess: fj* Th 
Agency Supervisor, Floyd Beck; Accident & Health fi io 
O. S. Weide; Investment Department, Nathaniel Seal; Healt 
Consulting Actuaries, Coates and Herfurth ; and Claims 4, 00 
Department, Roger P. Dyck. G. James, E. E. Smith ‘At 
R. L. Norton and R. P. Dyck were elected Assistant “i 
Secretaries at the same meeting. sities 
Past - 

RELIABLE LIFE 
Promotions 

” 
The Reliable Life Insurance Company of St. Louis. § unde 
Missouri, has been managed since 1912 by President § Mai 









D. L. Tatman, who was formerly a junior officer of the 
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Prudential Insurance Company. In late 1943, Mr. Tat- 
nan was elected Chairman of the Board and was 


ffucceeded as President by John L. Bracken. Official 


et-up is now as follows: President, J. L. Bracken; 
Vice Presidents, C. L. Mattes, Sr. and C. L. Mattes, Jr. ; 
Financial Vice President, W. B. Ewald; Secretary- 
‘reasurer, J. S. Gould; Assistant Secretaries, E. J. 
Rott, G. H. Finger; Actuary, O. H. Jekel; General 
Vounsel, W. F. Drescher, Jr. and G. Eigel. The di- 
ectors remain unchanged. 


SUN (Canada) 


Increase in Non-Par. Rates 


The Sun Life Assurance Company of Canada issued 
, revised Agent’s Manual effective January 3, 1944. 
[he company discontinued the issue of Non-Participat- 
ing Limited Payment Life and Endowment plans with 
yremium-paying periods of less than 20 years. Premium 
rates for other Non-Participating Limited Payment 
Life and Endowment plans have been increased, but 
rates for the Non-Participating Ordinary Life and Con- 
vertible Term plans, Family Income Additional Pre- 
mums, and the Life Anticipated Dividends plan have 
teen left unchanged. No change was made in the guar- 


teed values for any of the Non-Participating or Life 


ed out 
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npany, 
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\nticipated Dividends plans. An illustration of new 
Non-Participating premiums follows. 
25 35 45 2 6 

J 28.26 34.27 43.46 57.62 83.84 
life Pd. Up at 65... IBS2 2075 4596 22s. cscs 
© Year Endt. ...... 60.68 84.00 
» year Badt. ...... issn! Winieke 
Mt. MEGS ok acco 
Endt. at 70 


46.11 47.21 51.21 
24.56 27.27 34.67 
2162 31.10 5121 
19.63 27.27 42.20 


UNITED BENEFIT 
Enters New York 


The United Benefit Life Insurance Company of 
)maha, Nebraska, has been licensed in New York to 
write both life and health and accident insurance. The 
company now operates in all of the forty-eight states 
‘except Massachusetts), in the District of Columbia 
and in the Territories of Alaska and Hawaii. 

The United Benefit was organized in 1926 by the 
officers, managers and salesmen of the Mutual Benefit 
Health & Accident Association. It has a capital of 
$1,000,000 and a surplus of $1,000,000. 

At the close of its tenth year of operation (1936) 
the company had more than $100,000,000 of paid-for 
ordinary life insurance in force. Its growth during the 
past three years has been as follows: 


$202,786,472 
240,951,011 
278,070,893 


The United Benefit’s business in New York City is 
under the supervision of Juergens-Edgeworth, 102 
Maiden Lane. There also are offices at Albany, Roch- 
ester, Buffalo, Utica, Syracuse and White Plains. 
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Mother Knew Best 


HEN you were a youngster and your 

mother was anxious for you to make a 
good impression, did she ever caution you: 
‘Now, remember, pretty is as pretty does’’? 
If so, you can profitably apply her counsel 
to your life underwriting activities. Conduct 
yourself and your business on the highest 
levels of integrity, industry, and service and 
people will soon be telling each other that 
you are a good man to buy insurance from. 
From such a reputation springs prestige, and 
in your profession prestige is a passport to 
plentiful progress. 


WES company of VIURGI 
“The Natural Bridge 


to Security” 


BRADFORD H. WALKER, President 


Home Office: RICHMOND 
Established 1871 











a 
Facts or Opinion? 


Men who think for themselves want 
the facts! They prefer to form their own 
opinions. 


They don’t want news in which the 
facts are hidden or colored by the opin- 
ions or prejudices of the writer. 


That is why thousands of business 
men in the Middle Western States read 
the Chicago Journal of Commerce each 
business morning. 


Chicago 
Sournal of Commerce 


“The Central West’s Daily 
Business Newspaper” 


\ 


| 
: 
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--- YOUR Aru WAR LOAN QUOTA 


HETHER your plant meets its quota, or fails, lies 

largely in your hands. Your leadership can put 
it over—but if you haven't already got a smooth run- 
ning, hard hitting War Loan Organization at work in 
your plant, there’s not a minute to lose. 


Take over the active direction of this drive to meet 
—and break—your plant's quota. And see to it that 
every one of your associates, from plant superintend- 
ent to foreman, goes all-out for Victory! 


To meet your plant’s quota means that you'll have 
to hold your present Pay-Roll Deduction Plan pay- 
ments at their all-time high—plus such additional 
amounts as your local War Finance Committee has 
assigned to you. In most cases this will mean the sale 
of at least one $100 bond per worker. It means hav- 
ing a fast-cracking sales organization, geared to reach 
personally and effectively every individual in your 
plant. And it means hammering right along until 
you've reached a 100% record in those extra $100 
—or better—bonds! 


LET’S ALL 
BACK THE ATTACK! 


And while you're at it, now’s a good time to ched 
those special cases— growing more numerous eve 
day—where increased family incomes make po 
sible, and imperative, far greater than usual inve 
ment through your plant’s Pay-Roll Deduction Plat 
Indeed, so common are the cases of two, three, 0 
even more, wage-earners in a single family, that you’ 
do well to forget having ever heard of ‘10%’ as a rea 
sonable investment. Why, for thousands of the 
‘multiple-income’ families 10% or 15% represents b 
a paltry fraction of an investment which should b 
running at 25%, 50%, or more! 


After the way you've gone at your wartime pro 
duction quotas—and topped them every time—you'lt 
certainly not going to let anything stand in the way? 
your plant's breaking its quota for the 4th War Loar 
Particularly since all you are being asked to do is tt 
sell your own people the finest investment in thé 
world—their own share in Victory! 


This space is contributed to Victory by 


BEST'S INSURANCE NEWS 


This is an official U. S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council. 
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COMPLETE INDEX 


From May, 1943 to date, inclusive 


EDITORIALS 


A gregate Figures h 
American Life Convention 3, Oct. 42, Nov. 10, Dec. 
Average Yearly Net Costs .. July 
Di vidend Ma EORMM INE cc -; casseanwicneaiscanssd ond Jan. 
Editors’ Corner 

Insurance Cases Pending .. 

Leading Companies 

Railroad Ronds 

Service Information 

Social Security 

Stock Dividends 

War Clause Controversy 


Legal Spotlight—0O. D. Brundidge 


GENERAL ARTICLES 


Accident and Health Developments 
Activities for 1943—Ralph H. Kastner ..........ccecceccees Nov. 
Actuarial Developments of 1943—F. FE. Huston ...........-- Nov. 
Actuarial Society of America 
Advertising Warning 
Agency and Home Office News 
Agency_Compensation—Special N. Y. 
Agent Is Necessary 
Agents’ Bond Sales 
Agents’ Compensation—Herhert A. Hedges 
American College of Life Underwriters 
\merican Health 
American Life Convention 
June 43, Oct. 42, Nov. 10, Dec. 

\merican Institute of Actuaries 
America’s Stake in the Peace—Eric A. Johnston 
An Actuary Looks at Investments—Wendell P. Coler 
Anti-trust Bills 
Arkansas Rules on Assessments 
Association of Life Insurance Presidents 

senefit Payments 
Bond Holdings 
Book Review—New Philosophy of Public Debt— 

ee ED. Sc aab des acbsnscbekeaeeonnaenddsddceokas cae 
Book Reviews 
Business Insurance Tax Position—John G. Kelly 
California Commissioner 
Canadian Insurance Expands 
Canadian Sales Dec 
Catching Up With the “American Radical”—Julian S. Myrick Oct. 
China, Insurance in 
Chinese Life Insurance 
College Employment Situation—Northwestern National 
Commerce, Is Insurance? 
Commission Question Settled 
Company Examinations 
Company Rehabilitation Plan 
Comparative Casualties 
Compensation Committee Report 
Connectient Commissioner Allyn 
Conventions Ahead 
Correction Notice 
Danger Ahead ?—Lee W. James 
Death Taxes—Ross FE. Moyer 
Democracy Today—Thomas I. Parkinson 
Designation of Class Bereficiaries—Ashby D. Boyle ......... Dec. 
Dividend Actions Continued Feb. 
Dividends Down 
Don’t Look Now—Earl Clark 
Drowning Fatalities 
Employees or Contractors? : 
Employees’ Trusts—Samuel J. Foosner .............seecceees May 
Firm Management—C. G. Worsham % 
Farm Rehabilitation 
Federal Income Tax—Clyde J. Cover 
Federal Regulation? 
Field Cooperation—Joint Committee 
Field Problems—M. Albert Linton 

nancial Tables (1942) 

‘reign Travel Hazards—John R. Ward 

ur F’s and Discharges—R. F. Veazey 
Garrison, New California Commissioner 


FEBRUARY, 1944 


German Difficulties 
German Insurance -Nov. 25 
Government Bond Purchases -Nov. 26 
Government Group Policy Sept. 24 
Group Policyholders and Labor Laws—Abram T. Collier .... . il 
Growth of Assets (Graphs) 
yuertin Bills—William M. Corcoran .........eeeeeceeseeeces ad 
Guertin Bills Progress 
Guertin Bills 
Health & Accident Underwriters’ Conference 
Health Progress (1868-1943) 
Here Comes a Prospect—Graham G. Thackwell 
High Pressure Selling—L. C. Brownson 
Hi. O. Life Underwriters Association 
How to Handle People—Huah D. Hart 
How the Mortgage Market Looks to Us— 
L. Douglas Meredith 
How Should Agents be Paid—W. M. Anderson 
SD WI, ES w.n.cn00pc0dn0 20 kccuqedvestsceenéonssensnnts Aug. 
Increasing Responsibilities of Life Insurance—Gerard 8&8. 
Nollen 
The Individual in a Cornorate World—Dr. Alan Valentine .. 
Institute of H. O. Underwriters 
Institute of Life Insurance t. 56, Nov. 34, < 
Insurance and Government—Chamber of Commerce ........++: Jan. 
Insurance Buyers AR Ree ae ae 
Insurance Employees 
Insurance Manpower Changes 
Interest Farned A 
International Claim Association .......... May 26-Sept. 56, 
Investment Indications—F. W. Hwhbell N 
Investment Officer of Life Companv—DPr. Marcus Nadler.. 
Is There a Pattern for Success—Olen FE. Anderson 
Japanese Insurance 
Juvenile Insurance 
Keep Prices Down 
Legislation and Departmental Rulings—/. V. Brunstrom.... 
Life Advertisers Association 
Life Company Investments 
Life Insurance Legislation 
Life Insurance Sales 
Life Insurance Sales Research 
Life News Notes 
Life Office Management Association 
Life Underwriters’ Association, N. Y. 
Locating Today's Best aet-Beoumend’ Ww: 
Low Cost Housing 
Marriages, Births and Deaths 
Maryland Insurance Department 
Mid-Year Figures 


Missing in Action Claims 

M.P.T. vs. Net Level—Maclean 

NE SE aa cena 6bbb05500 oA 60:6500.00:00.0000008660008008 June 
Mortality, in Great Britain 

Motivating Agents—Hugh D. Hart 

Municipal Bonds 

Municipal Bonds—Correction 

National Association of Insurance Commissioners 

National Association of Life Underwriters 

National Resources Planning Board Report 

National Service Life Insurance 

Negro Association Meets 

Negro Health 

Negro Insurance—A. T, Spaulding 

N. H. Insurance Commissioner 

New York State Insurance repens 

New York Superintendent .. 

Options and Income Taxes 

Pension Plans, Summary—MacNeill 

Pension Trust Discussion—Special Committee . 
Pension Trusts, Selling—J. Donald Hopkins..........-.++0++ May 21 
Positions Available Dec. 
Post War Opportunities—Asa V. Call 

Pre-Existing Disease & A. D. Benefits—Z. J. McAlenney 
Premiums and Income Tax 

Premiums & Reserves 

Prices, Rising 

Problems of Tomorrow—L. Seton Lindsay 

Prospecting—Manuel Camps, Jr. 

Prospect Sources—Nan Loughran 

Public Relations—F. L. Conklin 

Qualified Prospect File—Ellen M. Putnam 

The Railroad Outlook—R. V. Fletcher 

Revenue Bonds—J. Willard Jehnoon 

Review of 1943—Clarence C. Klocksin 

Salaries and Wages—Northwestern National Life 















Sales Appeal ... 
Security Valuations, Basis of . 
Selective Service Rejections 

Selling Tips 
Service Death Claims ,.. 


Servicing Policyholders ............... panied nad eeceesoctes 


Social Security Benefit Chart 


Stabilization Plan, The 5%—E. M. Thoré 
State Bonds 


State Supervision, Future of—Harrington ‘i ° 
SWPOTINN ERBUPATIES o.ooccccccccccsccsic Or rr ere ee May 





Acacia Mutual, Washington 
(Big Increases) MRK es dvRebe aes’ Sept. 57 
oe. |, re Feb. 49 
Aetna Life, Hartford 
(Agents’ Retirement Plan)........May 57 


(New Non-Par Rates) ............ July 63 

(Continues Dividends) ........... Dec. 57 
American Life & Accident, St. Louis 

(Favorably Examined) ............ Oct. 57 
American Mutual, Des Moines 

WN, sar natratsan ites amawsisan sis July 63 
American National, Galveston 

(Favorably Examined) ........... Aug. 53 


Amicable Life. Waco 
(Favorably Examined) 


Césbhenseee July 63 
Atlantic Life, Richmond ; 
(Re-Issues Policies) .............. June 67 
Baltimore Life, Baltimore 
ie, aaa Nov. 67 
_o Pe cae § & Life, Macon 
ee oe, | errr Oct. 57 
Bankers Life, Des Moines 
(Correction Notice) ............ ...May 57 
Bankers Life, Lincoln 
(Production Gains) ............. -Aug. 53 
(Favorably Examined) .......... -Oct. 57 
Bankers National. Montclair 
(Correction Notice) .............. July 62 
eg a eee Feb. 49 
oe Sn a Pittsfield 
on | eee July 63 
(Mid-Year Results) .......... ....Sept. 
Boston Mutual, — ee 
vo, EEF 57 


percha ane os 3 

ME Ceca wciiwennswkc.es calor Feb. 

Business Men’s, Kansas City —o 
(First Quarter Sales) . 
(Gains) 





(Bxecutive Promotions) 
(Favorablv Examined) 
(Wright Promoted) .. 
Canada Tife, Toronto 
(Correction So A ee Sent. 57 
(Premiums Increased) ........... Feb. 49 
Capitol Life. Denver (Examination). Sept. 57 
Catholic Order of Foresters, Chicago 
(Gains) 





iajalk Sh tabi 8 wre eritskis.e sscvereinne Aug. 
Century-Educators Life, Fort Worth 

CCMERROR MAME): ....0.05.cc0scccce May 57 
Century Life, Fort Worth 

RRMININES ooo ccc wncaen May 57 
Columbian Mutual, Memphis 

| ree Jan. 61 
Columbian National, Boston 

(Group for Fieldmen) ............ an. 61 
Commonwealth Life, Louisville 

(Officials Retire) ...........ccce0. Sept. 58 
Connecticut General, Hartford 

(Agents’ Retirement Plan) ....... -May 57 

(Hospitalization Benefits) ........ June 67 

(Correction Notice) .............. Nov. 67 

(Large Pension Case) ............ Feb. 49 
Connecticut Mutual. Hartford 

(Annuity Rates Changed) ...... .-May 58 

 ., ee are g. 

(New Business Analysis) ........ Sept. 59 

(Non-Medical Liberalized) ....... Sept. 59 

(New Annuity Inc. End. 65) ...... Sept. 60 

CIGGE THOURONER). ..0000.0ccccesees Nov. 67 

(New Dividend peek) Rawiehe scan ow Jan. 61 

(Writes Over $100,000.000) ........ . 5O 
Continental American, Wilmington 

(First Quarter RONAN oon cca May 59 

(Continues Dividends) ........... Dec. 57 

(Favorably Examined) ........... Feb. 30 
Continental Assurance, Chicago 

pot yall pee es ere July 68 

(Writing Permanent Group) ...... Sept. 60 

a, SESSA RES re mee Sept. 62 

(Acquires H. 0: Building) panne .-Dec. 58 


Continental Life, Washington 
(Stock Dividend) 


64 





Total 1943 Joe 


Bee eee ae ccusaukaAtins é Jan. 50, 51 
Trusteeship—Frank P. Bamford .ooscvcese --+-Dec, 48 
Present Day—Dr. A. J. Robinson ° 


SN 8b Ce eae naar e 5 we co helationshin—R. 0. McCankie 
Vermont, Insurance Commissioner ..... 
War Claims Committee ...........- 


Social Security, Significance of—G. Hirschfeld .............. 


Weight Table, New 





INSTITUTIONS REPORTED UPON 


Dunbar Mutual, Cleveland 
spice dees vee tas ae a hie un 

Empire State Mutual Life, Jamestown 
(Takes Over Fraternal) 
Equitable Life, New — 
(Welch Vice Presiden nt) ug. 
(New Pension Trust Policies) 222 Bep. 

onal 


(New Pension Trust Rates) 
(Bond Purchases) . 
(Foreign Travel) .....c.cccccccces 
(Group Underwriting Changes) .. 
(piv idend Scale Revised) 
(Examination Favorable) 
(Reduces Loan Interest) 


eo Life, Des Moines 








s) 
(Annuity’ Rates Revised) 


pind teeninnd, Baltimore 


Farm Bureau Life, Columbus 
(Favorably Examined) ..... 
(Purchases Eureka) . 


Farmers & oo Syracuse 


en RO” 


Steere ween eeesasessees 


d) 

Federal Life & Casuaity, Detroit 
(Favorably Examined) 

Fidelity Mutual a 


Fet 
Fidelite Reserve L. & A., Little Rock 
(Recently Organized) Dec 
Franklin Life, § ringfield 
(Business Good) ......-seeeeeeee . July 


y). 
(New ecinesn Record) 
(Comparative Figures) 
(Favorably Examined) 
General American, St. Louis 
(Favorably Examined) 
(10 Year Review) 
Girard Life, Philadelphia 
(Extends Coverage to Age 5) 
Globe Life, Chicago 
(Reinsures Fraternal) 
Great American Life, San Antonio 


lemiais ebb eee einaeibn Feb. 


Great Lakes Ins. "Co. ; ‘Bigin ar 
(Complete Information) 2.222222. 
Great States — Bloomington 
MT) ceccccccscccccsecece 
— t. on Winnipeg 
d) nomena 4 
iit ah Ace hibaas aioe 
(Suegical "e Hospital es. 
Guarantee Mutual, O 
(Half Year Results) . 
Guardian Life, New York 
(rideraliee Non-Medical) 


(Stea ns) 
wiasteions “Life, Indianapolis 
(Reinsurance Agreement) 
Home Life, New York 
Beng os er a Director) 


(Reviees —e 


AERO es -Sept. 


Home Tate, Philadelphia 
(D. J. Walsh President) ......... 
Illinois Bankers, Monmouth 
(Policyholders Win Suit) 
International Life, Phoenix 
International ‘Travelers. “Dallas ~*” 
(Favorably Examined) 
Investors Syndicate, Minneapolis 
(S.E.C. Com) laine, 








Oct. 29 

Mea Mahe Sb ae ee OmsCe. Camb ats -May 30 

War Impact on Personnel ......--.e-sceeeeereecerasecsces ngs 
ee rer oe ug. 12 

The Welfare State—s. B. Pettengill ......... -July 61 
Women and Life Insurance—Beatrice Jones ..... ee -Dec, 12 
Women as Underwriters—Helen B. Rockwell .......++e+++00: July 23 


Woman Psychology—Carmel Snow .......- petaenus yesban tus June 19 


Jefferson National, Indianapolis 


(= Examination Favorable) Carer 
Je peeen Standard, Greensboro 
(Bales Up) .cccccccccces pbbbseenee Aug. it 
(Gains @ Promotions) ..........Sept. 
(Examination Favorable) .........Oct. @2 
CGRINE) cocccccccccecccccscerccooe Nov. 7 
($500,000,000 in Force) ............ Feb. 5 


John Hancock Mutual, Boston 
(Cramp Shipbuilding Group) ....Juue 
(Executive Promotions) ..........Aug. * 
(Continues Dividends). ogah oieese --Dec. 
Kansas City Life, Kansas City 
(Stock Increase Proposed) .......Nov. 
Lamar Life, Jackson 


(Liberalizes Non-medical) ........ Oct. 
Liberty National Life, Birmingham 

(Correction Notice) .........+. -.-Oct. 

(Brown-Service Purchase) ..... --Feb. 57 

(Rates Increased) .....cccsccceees Feb. 37 
Life of Virginia, Richmond 


COR RRREIEED cccccnccesevceccscces Jan. 
Lincoln National, Fort Wayne 
(Changes in Texas) ..............May 





CRRRND . a006060000000000000 . Sept. 
(Stock Dividend Proposed) . Dec. 
(Increases Capital) ..... 60000 .-dan, 


Loyal Protective Boston 
(Examination Favorable) sncacanoene 
Lutheran Brotherhood, Minneapolis 
(Favorably Examined) a96666-4-400% June 
Manhattan Life, New York 
(Examination Favorable) .........Oct. 6 
Manufacturers Life, Toronto 
(Montgomery Medical Director)...July 6 
Massachusetts Mutual, Springfield 
(Settlement Changes—Income 


NED» bcs céncceindosc.eb0006 -.-May 
(Pension Trust Meetings) - pesiosene July 
(June 30th Report) ............ - Sept. 
(Extension of Juvenile Rates). . . Nov. 7 
(3rd Quarter Report) ............ Dec. 


Massachusetts Protective, Worcester 
(Favorably Examined) . 
a Life, New York 


h Anniversary) .......... ....May 

(Low Cost Housing) ........... --dune 

(Success and Service) _...... ... June 

(Government Bonds) ... ....... onset. 

CDunian Retires) ccccccccscccece - Dec. 

(New “Ferriteries). ..rcvcccsccccvee Jan. 
Minnesota Mutual, St. Paul 

(Favorably Examine d) weer, x 
Modern Woodmen, Rock Island 

TEESE occesacaceciccscesecess Feb. 3 
Mutual Benefit, Newark 

(H. Bruce Palmer) ............ ...suly 66 


(New Non-Medica) Rules) ..... Aug. : 
Mutual Life, New York ” 
(Humanizing aa . Sune 
OE? 5 ccd nnde 6e0eesenees wee une 
(Home Office Promotions) .... 
(Service 'Xeath Claims) .... 
(June 30th Report) .......- 
(War Service Refunds) .. 
(New Compensation Plan) 

Examination Favorable) ... . : 
Ra 
Mutual ‘Trust Life, Chicago 






(Favorably Examined) .......... -Oct 
National Fidelity Wife, Kansas City 
(Favorably Examined) ..........- June 
National Guardian, Madison 
(Favorably Examin are Feb. ° 
National Life & Acc., Nashville 
(Stock Dividend) ......ccccccccecs Dec 
(Stock Dividend) ............. eee edad. 
Nationa] Life Mon: pelier 
(New Juvenile Policy) ocbonemeneedae 
CRNOG BUCRED oo sacaviccceccecece . Aug. 
(Agents’ Pension Plan) | oeeneneee /Sept. 
(McLane Director) .... aacnne sommes 
(Continues Dividends) ...... oo0edee. 


National Old Line, Little Rock 
(Favorably Examined) Ps - 
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National Public Service, Seattle 
(Examined 

National Reserve, Topeka 
(Favorably Examined 

New England Mutual, Boston 
(Bond Sales Technique) 

New York Life, New York 
(Promotions) COSSeboccooccossoesss June 
(Mid-Year Review) . 

(Employees - War Activities)”: 
(Gains) 

N. Y. Savin Ss Bank, a York 
(Issuing Sub- Stand ard) Je 

aoe American L. & C., Minneapolis 
(New Dividend Scale) ............May 
(Favorably Examined) 

North American, Toronto 
(Dividends Reduced) ............ Sept. 

North American Life, Chicago 
(Adopts 3% Basis) " 

North American Reassurance, New York 
(Favorably Examined) Felt 

Northern Life, Seattle 
(New Executives) 

(Favorably Examined) 
NONow Hickey Mutual eens 
_ ere 
ne (Rsksbsesnwen Sept. 
(Other Officers Re- elected) 
(New Directors) . 
(Junior Officers) 
(Dividends Revised) 
(8rd Quarter Report 

Northwestern National, Minneapolis 
(1943 Figures) 

Ohio National, Cincinnati 
(Annual Prem. Retirement Annu- 
ity Values Reduced) 

Ohio State. Columbus 
(Current Figures) * 

Old Tine Life, Milwaukee 
(REEG-TORP TROSMIES) ..n.cccccccccece Sept. 
(83rd Quarter Report) 

Old_ Republic eee t, Chicago 
(Official Change: 

Olympic National ate, Seattle 
(Favorably Examined) . 

Oregon Mutual. Portland 
(New Compensation Plan) 
(Bond Purchase Plan) 

Pacific Mutual. T.os Angeles 
(Non-Par Rates Revised) 
(Sales High) 

Pan-American Life, New Orleans 
(Business Increases) 

(Changes in Directors) 
(Shows Gains) 


‘June 7 


Sept. 7 


(New Reserve Basis) .......-.-- --Jan. 66 
(3% for Non-Par) Feb. 59 
Paul Revere Life, Worcester 
(Favorably — yop ) : 
(Stock Dividend) . 60 
Venn Mutual, Philadel hia 
(Junior Insurance 
(Half Year Gains) . 
(New Servicemen’s Book) 
(Favorably Examined) . 
(Annuity Rates Revised) Feb. 60 
Peoples Life, | Lane 
(Favorably Examined) 
Philadelphia Life, Philadelpaia 
(Rates Revised) 
Phoenix Mutual, Hartford 
(Favorably Examined) July 67 
Postal Life & Casualty, Kansas City 
(Reinsures Pathfinder Life) . 68 
Postal Union Life, Los Angeles 
(Control Purchased) .........-.-.. 
(Executive Changes) 
So Life & Accident, Chattanooga 
(Stock Dividend) 
Prudential, Newark 
(rarely Mutual) 
Helps Morale) 
(Cramp Shipbuilding Group) ..June 65 
(Rates for War Hazards 
Coverage) ..... s00000 eecceccecsese June 75 
(Promotions) 
(Temporary Income Policy) 
emer | and Non-Medical 
(Industrial & Intermediate 
Changes) 
(New Policies) 
(Group Changes) 
Reliable Life, St. Louis 
(New OMCers) .ccccccccecsccccccccs Tune 76 
(Promotions) . 60 
Reliance Life, Pittsburgh 
(40th Anniversary) June 76 
Reserve Loan Life, Dallas 
(Examination) . 59 
Rockford Life, Rockford 
(Correction Notice) . 78 
(Favorably Examined) 
Rural Life, Dallas 
(Examined) . 69 
Scranton Life, Scranton 
ABEAMIBBON) ccccccccesccecssces Nov. 76 
(Merriman President) 76 


Security Life & Trust, Winston- — > 
(New Rates & Values) 


June 75 


Oct. 69 


Security Mutual, Binghamton 
(March Business Good) 

Shenandoah Life, Roanoke 
(New Rates & Values) 

Southwestern Life, Vallus 
a Examined) 

Standard Life, Indianapolis 
(Agents at Directors Meeting)... 

Standard Life, Jackson 
(Correction Notice) 

State Farm Life, saecetingeen 
(Director—Gains) 
(Favorably Examined) 

State Life, Indianapolis 
(New H. O. Building) 

eng « ort of Bxamination) 

State utual Life, Worcester 


June 77 
.Aug. 


railing to Women) 
(Continued Gains) 
(Business Up) 
(Gains) 
Sterling Insurance, Chicago 
(Capital Increase) 
Sun Life, Montreal 
(Non-Par Rates Increased) 
Teachers Ins. & Annuity, New York 
(Josephs President) 
Travelers, Hartford 
(War Claims Paid) 
(Examination Favorable) 
Union Central, Cincinnati 
(Issues Double V Policy) 
(Reorganizes Agencies) 
(New S. P. Juvenile Policy) 
United Benefit Life, Omaha 
| Acre Examined) 
Enters N. Y. State) 
United Fidelity, Dallas 
(Favorably Examined) 
United Services, Washington 
(Examined) Ju 
U. S. Government Life, Washington 
(Annual Statement) vo 
United States Life, New York 
(New Virginia Agency) 
Volunteer State, Chattanooga 
(Stock Dividend) 
Washington National, Chicago 
(Correction No tice) 
(Stock Dividend) 
West Coast Life, San Francisco 
(Examined) 
Woodmen of the World, Omaha 
(Executive Changes) 
World Insurance, Omaha 
(Enters Life Field) 





THE FACTOR OF RISING PRICES 
IN WARTIME CIVILIAN SPENDING 








RETAIL STORE SALES 


(MILLIONS OF DOLLARS) 


57.784 ene 





62,900 

















SHADED AREA REPRESENTS INCREASE IN A OVER 1935-1939 Ue 
SOURCE: U.S. DEPARTMENT OF COMMERCE the Life Insurance Companies 
Nee Se RN 
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Fewer Men... 
More Business 


In 1943, due largely to 
the stream of our men 
going into the armed 
services, we had 700 
fewer men working — 
but we had a record 
which was, in many 
respects, the best in our 


history. 





The NATIONAL LIFE AND 
Es ACCIDENT Inxsurance Co.,Inc. 


“S Ye HOME OFFICE, National Building, NASHVILLE, TENN. 
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Our 94th Birthday Statement 


(National Life wrote its first policy January 17, 1850) 


94th ANNUAL STATEMENT OF FINANCIAL CONDITION 
December 31, 1943 


ASSETS 

Cash on Hand and in Banks 
Bonds: 

U. S. Gov’t.—Direct or Guaranteed 

State and Municipal—u. S. 

Public Utility 

Dominion, Provincial, Municipal—Canada 

Industrial and Miscellaneous 


$ 28,215,388.00 


9 522.058.24 


31,565,139.29 


2.609.014.66 
6.313.659.71 


Preferred Stocks 

Mortgages, First Liens: 
City, insured by FHA $1 
Other City 
Farm 


10,235,187.47 
30,198,068.35 
10,878,705.78 





Policy Liens 
Real Estate, including Home Office Properties 
($901,558.33 ) 
Deferred and Uncollected Premiums 
Interest and Rents Due and Accrued 
Other Assets, Net 
Totat ApMITTED AssETS 


LIABILITIE 


Reserves: 
Insurance and Special Benefits 
Annuity 
Supplementary Contracts 


Ss 


$166.354.630.00 


50,094.829.00 
21,461,439.00 





Policy Claims: 
In Process of Settlement 
Not Reported (estimated ) 
Resisted 


659,248.60 
280,000.00 
10,967.61 





Premium Deposit Fund 
Dividends on Deposit 
Dividends Payable in 1944 
Provision for 1943 Federal Income Taxes 
Other Taxes Accrued 
Funds Held for Investment and Agency Items 
in Process 

Home Office and Agents’ Pension Fund Reserves 
Other Liabilities 

Tota LIaBILitIEs 
Surplus (including contingency 
$2,000,000.00 ) 


Torta. LIABILITIES AND SURPLUS 


reserve of 


$ 1,962,981.77 


5,259.90 


78,22 
20,450.13 


8,2 
7,1 


151,311,961.60 
16,961.303.26 


.168.833.10 
627,204.80 
387,291.32 
183,546.56 


rows 





$268,948,832.44 


$237,910,S98.00 


950,216.21 
3.953.746.69 
6,270.108.76 
4,051,219.53 

265 000.00 

539,288.54 


709,959.62 
799,817.00 
499,107.14 





to 
wn 
wn 


949,361.49 


12,999.470.95 





$268,948,832.44 


Bonds and Stocks are included at amortized or other values as prescribed by the National Association of Insurance 


Commissioners. Securities carried at $230,187.60 in the above statement are deposited with States a 


NATIONAL LIFE 


required 


INSURANCE COMPANY 


Home Office: Montpelier, V KRMONT a 

















































PENSION 
TRUST PUZZLER 


Selued/ 


Sitting up nights over those older-than- 
65 employees in your Pension Trust case? 








1at will you do — give them a single 
What will you do— give th ol 
premium immediate annuity or exclude 
them from benefits? 


Don't do either! And don’t ask them to 
wait to age 75 or 80 to retire. Retire 
them now! On Pension! And without 
costing the employer a large single 
premium. How? 


See your nearest Occidental office 
today for the only solution. 


Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE « LOS ANGELES 


V. H. Jenkins, Vice-President 














“We pay lifetime renewals—they last as long as you do” 




















